Velame CXIV Number 7 


October 15, 1938 











EVERIT B. TERHUNE, 
President 
Vice-Presidents 
ARTHUR D. ANDERSON 
H. WALTER SCOTT 
BERNARD C. BOWEN 
LAWRENCE F. DUTTON 
HUGH M. BOWEN 
GORDON SCOTT 


EDITORIAL STAFF 
ARTHUR D. ANDERSON, Editor 


RAYMOND L. FITZGERALD, 
Managing Editor 
JOHN J. REILLY 
Art Director and Promotion Manager 


OWEN A. THOMAS, Associate Editor 
140 Federal Street, Boston, Mass. 


HARRY R. TERHUNE, Field Editor 
201 Oceano Drive, Los Angeles, Calif. 


RUTH HARRINGTON, Fashion Editor 


ELEANOR M. RUTLEDGE 
Associate Fashion Editor 


HERBERT B. GOODRIDGE 
Make-Up Editor 


RAYMOND H. GOODRIDGE, News Editor 


L. W. MOFFETT, Washington Editor 
1061 National Press Bldg., Washington, D.C. 


Editorial and Executive Offices 
289 West 39th Street 
New York, N. Y. 


Publication Office 
Chestnut and 56th Sts. 
Philadelphia, Pa. 




















Owned and Published by 


CHILTON COMPANY 
Incorporated 
Chestnut and 56th Streets, Philadelphia, Pa. 
239 West 39th Street, New York, N. Y. 


OFFICERS AND DIRECTORS 


Cc. A. MUSSELMAN, President 
FRITZ J. FRANK 
Executive Vice-President 
FREDERIC C. STEVENS, Vice-President 
JOSEPH HILDRETH, Vice-President 
GEORGE H. GRIFFITHS, Vice-President 
EVERIT B. TERHUNE, Vice-President 
WILLIAM A, BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JOHN H. VAN DEVENTER 
JULIAN CHASE 
THOMAS L. KANE 
CHARLES 8S. BAUR 
G. CARROLL BUZBY 
P. M. FAHRENDORF 


Voice of the Trade 


Childs’ Looks to the Future 


New Cleveland Store Is Luxury Lounge 


.Shoes for That Cruise 


When Trade Winds Blow 


Clear the Deck 


A Market Place for New Ideas 


The Editor’s Outlook 
Fall Shoe Style Story 


Shoe News 


Copyright 1938 by Chilton Company (Incorporated) 




















E. B. TERHUNE, JR., MAURICE 
WOOLF, 239 West 39th St., New 
York, N. Y. Telephone: Penn- 
sylvania 6-1100. 


B. C. BOWEN, ROBERT A. GAL- 
LAGHER, 209 8S. State St., Chi- 
cago, Ill. Telephone: Wabash 8058 


HUGH M. BOWEN, 1627 Locust St., 
St. Louis, Mo. Telephone: Gar- 
field 3347. 


ADVERTISING STAFF 
lL. F. DUTTON, GORDON SCOTT, 











E. P. LINGHAM, FREDERICK 
A. RUSSELL, 140 Federal St., 
Boston, Mass. Telephone: Liberty 
4460. 


H. WALTER SCOTT, Chestnut & 
56th Sts., Philadelphia, Pa. Tele- 
phone: Sherwood 1424. 


HARRY R. TERHUNE, 201 Oceano 
Drive, Los Angeles, Calif. Tele- 
phone: W.L.A, 36270. 


Member, Audit Bureau of Circulations, Associated Business 

Papers. Published every Saturday. Subscription Price: United 

States and Possessions, Mexico, Cuba, Canada, $3.00. Foreign, 
$10.00 a year. Single copy 25 cents. 























>... this box goes a new name in men’s shoes at $5 to $6.50. 


Inside this box goes a new idea of value in men’s shoes at $5 to $6.50. 
They’ll have features never found before at these prices. And we're 


going to tell the world about them in the national magazines. 


TS Ree, et Se 


SHOEMAN 
ST. LOUIS, MISSOURI 
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FRED LAZARUS, Jr., vice-presi- 
dent and treasurer of The F. & 
R. Lazarus & Co., Columbus, Ohio, 
says: 

“I come from a family of mer- 
chants, long taught that a retailer 
to be of service to his community 
must make a profit in keeping with 
his invested net worth so as to be 
able to improve his plant and 
equipment, properly assort his 
stock and, of most importance, at- 
tract to his organization the respon- 
sible class of personnel that seeks 
to establish for itself reasonable 
security and must be properly paid. 
This can only be realized in a 
profitably operated establishment. 


“I was taught at an early age 
that one could not ‘buy pie with 
percentage’ —that gross margins had 
to be in dollars and that merchan- 
dise bills, wages and all expenses 





had to be met with coin of the 
realm identified by a dollar sign 
and not a per cent mark. In short, 
business demanded management that 
profitably maintained a competitive 


position in a shopping area.” 
u * ~ 





SHOEMAKER FERRAGAMO of 
Florence, Italy, says: 

“Gloria Swanson has the most 
perfect and lovely feet of any actress 
in Hollywood. It was very interest- 
ing working in Hollywood, espe- 
cially as | never made two pairs of 
shoes alike. A shoe for Norma 
Shearer was as different from one | 
would make for Dietrich as they are 
different from each other as people. 
Shoes become something more than 
a commodity. I think they are, in 
any case, but in Hollywood the per- 
sonality of each star is so carefully 
built up that every detail of her 


clothing must contribute to her in- 


(11) 


dividuality. Then too, the women 
there are probably the most beauti- 
fully dressed of any in the world, 
and I was free to create shoes re- 
gardless of expense, with only the 
idea of expressing as completely as 
possible the personality of the star.” 

Ferragamo returned to Italy nine 
years ago and his shop in Holly- 
wood is permanently closed. 


ERAVID WERBNER, shoe merch- 
ant of Manchester, Conn., says: 
“Too many shoe stores and not 
enough experienced shoe fitters! It 
is just as important to know how 
to fit shoes, as it is to know how to 





fit eye glasses. Yet, anyone can go 
into the shoe business as long as he 
has enough money to pay his bills. 

“To fit eye glasses one must now 
be a registered optician. In Con- 
necticut the opticians organized, 
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and with the help of their repre- 
sentative, passed a law that one 
must be a licensed optician in order 
to sell eye glasses. Up to that time 
eye glasses were even sold in the 
five-and-ten-cent stores. 

“The very same evil exists in the 
shoe business. Millions of pairs of 
shoes are sold in, five-and-ten-cent 
stores and in the five to a dollar 
stores, without trying them on, yet 
the same person comes in to a shoe 
store and demands expert fitting. | 
believe, if the five-and-ten-cent 
stores and other stores of that kind 
were required to have licensed shoe 
fitters, and all equipment that shoe 
stores have in order to sell shoes, 
they would soon discontinue selling 
shoes. 

“I would like to suggest, at this 
time, that all shoe people through- 
out the United States see to it that 
their representative pass a law to 
the effect that no one should be al- 
lowed to fit shoes unless they have 
had enough training to be licensed, 
and that no store be allowed to sell 
shoes unless that shoe department 
is equipped with seats, measuring 
devices and have a licensed shoe 
fitter in attendance. This will soon 
eliminate the stores selling shoes 
over the counter. The legitimate 
shoe stores will then get that much 
more business, and the shoe-buying 
public will be properly taken care 


of.” 








THE Downtown Association of 
Milwaukee, with the slogan: “PROG- 
RESS THROUGH UNITED AC. 
TION” is doing things to stimulate 
retail activity in that city. It is 
distributing a blue card saying: 
“UNDER NEW MANAGEMENT.” 
The reverse of the card reads: 

“Sure, you are as good a man 
as you ever were. You do have 
stored up energy that can move 
mountains (or whatever it is you’re 
selling). You do have ideas that, 
put to work, would mean orders, 
and jobs and profits. 

















LAUGH, LADY, LAUGH! 


a 


3 
me 

—"Women are afraid to laugh at 
themselves," once said G. K. 
Chesterton, famous English sati- 
rist. 

—But | am wondering what Mr. C.'s 
philosophic reactions would be to- 
day after reviewing the multitude 
of grotesque atrocities that have 
been miscreated to adorn (?) Mi- 
lady's head. 

—How any normal woman can keep 
from bursting right out in unre- 
strained laughter when she views 
herself in the mirror with any one 
of many of the Fall 1938 monkey- 
lids on her head, is beyond my 
imagination. 

—I doubt the rumor that 92.7%, of 
present-day divorces are based 
on hubby's disgruntiement at 
“mumsey's" new chapeaux,—but 
mebbe so .. . 

—Thank goodness feminine shoe 
styles this season are daintier and 
lovelier than ever. 

—So, if one end of her Ladyship 
doesn't intrigue us, the other end 
surely will. 


Sus 6:1. 


President 








“Now’s your chance to prove it! 
So many men with ability have 
been waiting for the right time to 
come to ‘show their stuff.’ RIGHT 
now is the RIGHT time. Hang up 
the ‘UNDER NEW MANAGE. 
MENT” sign and go to work as 
though you were starting out brand 
new. Never has there been greater 
need for ‘doers’ instead of ‘wish- 
ers.” 

“Begin by cleaning house. Clean 
out those old files, drawers, shelves, 
pigeon holes around you. What an 
accumulation! What a handicap 
to clear thinking. Move your desk 
around into the light, rearrange 
your equipment, change everything 
that has been a mental drawback 
to you. Get set for that fresh start 
Get started! 
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“Keep this ‘UNDER NEW 
MANAGEMENT? sign well up in 
front of you all the time. It will 
help you carry out your purpose. 
It will help create a new atmosphere 
around you. It will inspire those 
who read it. 

“Boy, what a feeling! The 
shackles are OFF! The sky is the 
limit! The insurmountables are 
ant hills now! It’s great to be 
doing things that looked tough 
before. 

“Keep on going!” 


* * . 


BBERNARD F. OSWELL of For't- 
num & Mason, Ltd. of Piccadilly, 
London, and a leader in the British 
Quality Shoe Association, writes in 
answer to our query—‘“Has the 
movement in England to encourage 
young people in the profession of 
design in shoes started?” 

“You wrote me a few weeks ago 
about the new movement under the 
heading of the ‘National Register of 
Industrial Art Designers.’ This is a 
semi-official Government body cov- 
ering all industries. A Committee 
has been formed from government 
nominees and members of the vari- 
ous industries represented on this 
Committee include well - known 
bodies such as the Council of Art 
and Industry, the Royal College of 


5 wo ME? | 
Arts, the Fashion Group of Great 
Britain and, in the Shoe Section, the 
British Quality Shoe Association. 

“The object of this movement is 
to encourage design and to attract 
young men from such centres as the 
Royal College of Arts to come into 
industry. Scholarships will be avail- 
able to selected eligible students 
with art ability from both outside 
and inside industry. 

“I believe this movement will be 
the commencement of a new centre 
to design and technical instruction 
which will ultimately become a sort 
of university for the higher educa- 
tion in industry. 


In the Shoe Section it is hoped 
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to launch the scheme with an open- 
ing luncheon in a few weeks time 
and propaganda is being carried out 
both in and outside the Trade with 
a view to getting the widest support. 

“You will understand that I am 
fully in agreement with the objects 
of this movement and I am giving 
it every support as I believe that, 
if we can successfully launch this 
scheme, it will start a new era in 
British industry.” 


. * . 


BDAVID R.-CRAIG, president of 
the American Retail Federation, 
Washington, D. C., says: 

“We find a little more than 49 
billion dollars of retail sales in 
1929 and a little more than 25 bil- 
lion dollars of sales in 1933. The 
number of wage earners in retail- 
ing during these years was almost 
six million in 1929 and 434 million 
in 1933. In each of these cases the 
number of employees is the total 
of the full-time employees plus the 
part-time employees adjusted to a 
full-time basis, using the method 
of the United States Census for this 


purpose. With these sales and this 
number of workers, we find the 
average sales per worker in 1929 
was $8,326 and in 1933, $5,260. 
This means that if the sales per 
worker in 1929 is put at 100, the 
index for 1933 becomes 63.1.” 


CHARLES TWEEDIE, hale and 
hearty at sixty-four, zestfully looks 
forward each good day to his round 
of golf in the seventies; but in 
looking backward down the years 
not many may be aware that the 
Tweedie Footwear Corp. is also 
just sixty-four years in business— 
all that time in Jefferson City, Mis- 
souri. 

Founded by his father, John 
Tweedie, as the Priesmeyer-Tweedie 
Shoe Company in 1874, he in turn 
was the third generation of shoe- 
makers, for his (John’s grand- 
fether in Scotland) had handed on 
to his son and grandson the pride 
of hand crafted shoes as an honor- 
able profession. 

So today, the fourth, fifth, and 
sixth generations of Tweedies keep 
step with the changing footwear 
world. Mr. Tweedie’s pride is well 


placed in his son William, presi- 
dent, and William’s pride is un- 
mistakable when he mentions Bill, 
Jr., now six. 





THE YARDSTICK OF SUCCESS 


If you can get up early in the morning 

With a dull pain throbbing through your 
head 

And keep a smile your face adorning 

Though you would rather cuss and pout 
instead ; 

If you can meet a customer who's 
squawking 

And make him feel he’s absolutely right, 

As with persuasive voice you keep on 
talking 

When every fiber in your being craves 
a fight; 

If you can 
flocking 

To competition that has cut the price 

And, though temptation has you rocking, 

You steadfastly refuse to sacrifice; 

If you can always vision sanely 

That volume at a loss is worse than sin 

And tell yourself each day—and plainly 

That, in the long run, quality will win; 

If you can keep yourself from falling 

Into a rut and keep an open mind 

To new ideas suited to your calling 

While others slowly coast along behind; 

Ii you can mingle with your dealings 

The human touch that always wins a 
friend 


watch your customers go 
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Who knows his welfare and his feelings 

Are worthwhile as the dollars he might 
spend; 

Then, my good man, you stand saluted 

Not for a history-making deed 

But as a merchant who’s computed 

The meaning of each letter in the word 
“succeed.” 


Emu J. Biacxy 


* . * 


“6S ALES MAKE JOBS.” So 
goes the new slogan. The old 
storekeeper put it otherwise when 
he said: “I buy goods to sell 
them. I sell goods to buy some 
more.” ** * 


F. E. BALLOU of F. E. Ballou 
Co., Providence, R. I., says: 

“We have had a terrific loss, 
salvaging very little, but we expect 
to open up Oct. 17, if we can get 
our store, fixtures and windows in 
shape by that time. We will have a 
complete new stock, as we will not 
have a pair of salvaged shoes for 
sale. Our fixture man said our new 
store will be just as good when we 
open up as it was the 30th day of 
last November. The catastrophe 
which we have gone through was 
no fault of ours, as all merchants 
within a half mile area got the same 
dose; many have been entirely wiped 
out but the spirit exhibited by our 
manufacturers proves that true 
loyalty and patriotism still prevail 
in our country.” 
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Accessories are given special at- 
tention in the remodeled store, 
occupying a large section in the 
middle of the women’s department 
as shown in this view looking to- 


ward the front of the store. 


CHILDS LOOKS TO THE FUTURE’ 


EEXTENSIVE modernization of Thomas S. Childs Shoe 
Store, at Holyoke, Mass., has been completed and a 
modern “departmentalized specialty store” will offer an 
enlarged stock of footwear, leather goods and acces- 
sories against a background of light wood, glass show- 
cases and colored floors and furniture. 

The familiar facade of the Childs’ store, one of the 


: Yar P 
S Oe 


ip 


At the right of the en- 

trance is the new slipper 

shop. Note the footprints 

inlaid in the linoleum 

which lead from the en 

trance to the shoe depart- 
ments. 


*This caption appeared at 
the top ef fore news- 
paper ad which announced 
opening of modernized 
store. 


best known retail shoe establishments in New England. 
has been changed to a more modern one, but changes 
within the store are even more pronounced. The center 
of the main floor will be devoted to accessories and a 
large oval counter has been constructed there for that 
purpose. Women’s stockings, gloves, handbags and 
other accessories will be sold on one side and men’s 
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Enlarged and Modernized Thomas S. 
Childs Shoe Store at Holyoke, Mass., Fea- 
tures Departmentalized Setup with Special 
Attention Given to Accessories, Slippers and 


Luggage—Exterior Appearance Improved. 


The children’s depariment is located at the 
rear of the store with the wrapping counter 
on the right and the general office above. 


hosiery, ties, findings and leather goods on the other. 
At the back of this section a wrapping counter has 
been installed. 

On either side of the entrance to the store two new 
“shops” have been constructed. On the left is a circu- 
lar section devoted to luggage and umbrellas and on 
the right is a similar “slipper shop.” In these depart- 
ments, luggage and slippers are displayed on racks 
against a background of light mahogany, called 
“primavera.” The fioors are covered with concentric 
circles of brightly colored linoleum, and chairs up- 
holstered in colored leather complete the scheme. 

The same light wood and colored chairs carry out the 
modern theme of decoration in the rest of the store, 
with red, green and tan the predominant colors. All 


construction is simple in design and light in color and 
it has the effect of opening up the store into a spacious 
and cheerful shopping center. 

As in the past, the right-hand side of the store is 
devoted to women’s shoes, and the left to the men’s. 
The children’s department in the rear end has also 
been remodeled into a semi-circular section. 

In keeping with its enlarged quarters the accessories 
department has expanded its stock and will include 
costume jewelry in its displays. A wider variety of 
gloves, handbags and handkerchiefs is now included 
in this department, as well as the hosiery which it has 
always carried. 

Similarly, men’s accessories are being increased in 

[TURN TO PAGE 26, PLEASE] 


The luggage shop, one of 
the two new shops that 
have been added to the 
store, is located to the left 
of the main entrance and 
assorted luggage and um- 
brellas are shown in open 
display. 
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Elmer A. Clark, manager, offers 
a light to a femining customer 
who is being fitted by R. F. 

inn, salesman. Customers 
seldom forget these little per- 
sonal considerations and Hol- 
brook’s has made a new friend 

and future customer. 


New Cleveland Store Is Luxury Lounge 


Customer Comfort is First Thought in Hol- 
brook’s Euclid Avenue Shop, Where Lounge 
Chairs and Smoking Facilities Offer Relaxation 


A corner view in the men’s department, show- 
ing the distinctive little display niches where 
footwear suggestions cannot be overloooked. 





THE last word in customer comfort is offered at 
Holbrook’s Euclid Avenue Shop, 1120 Euclid Avenue, 
Cleveland, Ohio. This store, which was opened to the 
public on Sept. 2, presents many distinctive features. 
Allen V. Holbrook, head of the Cleveland Stetson Shop 
on East Sixth Street, is head of Holbrook’s Euclid Ave- 
nue, Inc., which operates the new store. Elmer A. Clark, 
former manager of the Selby Shoes Store in Cleveland, 
is manager. 

The new store has all the appearance of a luxury 
lounge and presents social manners fully in keeping. 
Customers, for instance, are placed at ease with the 
smoke of their choice while salesmen cater to their 
foot requirements. A dainty blue cigarette stand is 
located in the women’s department. A larger circular 


tobacco bar is located in the men’s section. The latter 
not only provides popular brand cigarettes in an attrac- 
tive box, but likewise a humidor of pipe tobacco for 
the man who prefers that kind of a smoke. Matches 
are available and chrome ash stands are located con- 
veniently throughout the store. 

While the cigarette stand and tobacco bar are in 
free access of patrons, the salesmen take it upon them- 
selves to serve the more reserved customers. Little 
“twosome” boxes of cigarettes are carried by the sales- 
men, as well as matches, and they are offered to either 
men or women who appear open to the suggestion. If 
a man flashes a pipe, the salesman will immediately 
call attention to the tobacco humidor and invite that 

[TURN TO PAGE 39, PLEASE] 
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Youth also wants “swing” in shoes and leathers. We show five “hits” of the 
recent Joint Styles Conference in New York from several manufacturers, all 
made of Gutmann Leathers. Popular colors in ski and natural Gambola. 


Gutmann ond Company - Tanners -- Chicago 
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FOR THAT CRUISE 


WV HEN the first nip of Winter brings the thought of balmy seas and southern 
skies, then it’s time to dress your windows with shoes for that cruise or resort 
beach. 

Each year the exodus away from Winter into Summer becomes more general. 
Once it was only the millionaire and his wife who could cheat the seasons. 
Now, the man of average income gives his wife and family a Winter holiday in 
any one of a dozen delightful places from the Pacific to the Caribbean. 

And the clothes they choose for these trips have become a pretty accurate 
gauge of what the whole world will be wearing up No’th next Spring and 
Summer. 
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Gay native costumes and bril- 

liant southern skies form the 

background for cruise and resort 
clothes. 


NO doubt about it, Winter vacation days make busy days 
for the shoe merchant. Afloat and ashore, a woman’s shoes 
are a conspicuous part of her wardrobe. Daytime skirts are 
short and sport clothes are even shorter. The swirl of short 
pleated skirts demands striking shoes. Stretched out in the 
sun in a steamer chair, playing games, walking or dancing, 
a woman knows that her shoes are an important part of her 
chic. They must be suitable for the occasion, smart and 
colorful. ; 

In the six shoes shown on these pages, we have tried to 
gather together types for every occasion except formal 
evening and rubber and cork-soled shoes for active sport. 
For such events as the Captain’s dinner, or dining and danc- 
ing at a smart hotel or club, most women will take along 
a pair of kid or satin sandals. For active sport, there is a 
variety of exciting new patterns and colors, too many to 
show on these pages. For all other occasions, these 
six shoes should carry her successfully through the 
hours from dawn to dark. 


1. The low-heeled calf oxford-type step-in will be 
a comfortable tailored shoe for traveling and going 


ashore in her dark suit or dress. 

2. Daintier, and suitable for wear with her dressier 

dark clothes, is the mesh (elasticized) and calf stepin 
[TURN TO PAGE 25, PLEASE] 
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Enlarge Shoe Department 


DAYTON, OHIO—With one-third more 
space than occupied previously, the new 
children’s and women’s shoe department 
of Elder & Johnston Company, a lead- 
ing Dayton department store, has been 
completed. With new furniture and 
fixtures, the new setting is considered 
to be one of the most attractive and 
modern among Mid-West department 
stores. 

Located on the second floor, near the 
new escalator, the largest to be in- 
stalled in a department store between 
New York and Chicago, the shoe de- 
partment is easily and readily reached. 
A prominent display near the escalator 
quickly catches the eyes of traffic com- 
ing from that direction. The depart- 
ment is also located near a new pas- 
senger elevator on the south side of the 
building. 

Bleached maple chairs have been in- 
stalled throughout the department and 
they are upholstered in coral colored 
leather. The woodwork has been paint- 
ed a light tan to harmonize with the 
rest of the decorative motif. Even the 
shoe boxes blend in with the entire set- 
up. 

“The remodeling and expans‘on of 
our children’s and women’s shoe de- 
partment,” said Louis A. Miller, a com- 
pany vice-president and head _ shoe 
buyer, “makes it easier and better to 
serve our customers. The aisles are 
wider and greater comfort is available. 
We are also able to handle a larger 
stock with the additional space made 
available by the expansion.” 


Rising Sales in Brockton 


BRocKTON, Mass.—Shoe retailers in 
this city are encouraged with gradually 
rising sales records. In most stores 
visited the month of September was 
considerably better than the compar- 
able period of last year. 

Saul Kaplan, manager of the shoe 
department at Fraser’s, reports an in- 
crease of about 12 per cent in sales 
with people spending more freely. 
While the hurricane affected retail sales 
adversely for two or three days, Mr. 
Kaplan finds that the past few days 
have seen normal buying again. 

Philip Glickman, who is soon to cele- 
brate his 20th year as manager of the 
Model Shoe Store, reports volume about 
10 per cent ahead of last year with a 
happier feeling among customers. 

Maurice Bertman, manager of the 
shoe department at the Enterprise De- 
partment Store, states that sales vol- 
ume is larger than for the same period 
in 1937. Mr. Bertman believes there is 
every indication of money being more 
evenly distributed than it has been for 
some time previously. 


Edwin M. Gooding 
Lima, On10—Edwin M. Gooding, 82, 
who operated a shoe store in Lima, for 
Many years, died recently after a long 
ess. 





beeudd: 


FERRALLI, 





Presents 


¥ 3 Ss i. Cocktail Pump 


Hand-made Ferralli process, pro- 
ducing shoes unusually soft and 
flexible, retailing readily for $10.75. 


6619 SANTA MONICA BLVD. HOLLYWOOD, CAL. 


HOLLYWOOD 


Of patent leather. 
With plain back or 
goring; also with side 
buckle. $5.25. 
Suedes—$5.75. 


PLATFORMS. 
75e EXTRA 


Inquiries Invited 








Cruise Shoes 


[CONTINUED FROM PAGE 21] 


with higher heel and soft bow trim- 
ming. 

8. For her best white shoe we have 
shown an all-white patent leather 
sandal with open quarter, woven vamp 
and flattering ankle strap. Such a 
shoe could be worn for all informal 
evening, as well as dressy daytime, oc- 
casions. 

4. The white stepin of crushed 
Bokhara kid (elasticized) with touches 
of color in the platform sole and acing 
of the high tongue, is a sturdier pat- 
tern and can be worn with afternoon 
or dressy sport clothes. 

5. For little gay morning frocks, the 
spool-heeled model in a bright print 
is a smart new note. The calf plat- 
form, binding and middle heel lift pick 
up the dominant color in the print. 
The decorative lacing is in line with 
the general peasant trend in fashions. 

6. And, last of all, the definitely 
peasant shoe, inspired by the woven 
Mexican huarache, and rapidly be- 
coming a classic in sport shoes. 

Color is always the leading idea in 
resort clothes. The change from bleak 
Winter landscapes and gray city 
streets to brilliant tropical skies and 
seas, makes every man, woman and 
child want to step out of dark heavy 
clothes into light, bright garments. 

Reports from the fabric mills show 


a wide range of garment colors for 
the resort season—pastel and bright or 
deep rich tones—in solid colors, stripes, 
plaids, checks and floral prints. Pastels 
are being given character by combina- 
tion with deeper tones. Two-tone ef- 
fects are very important, such as lilac 
with purple, gray with orange, rose 
with blue, etc. The whole range of 
purple shades from deep violet to 
cyclamen is the leading color family. 
After them come the blues, pinks, yel- 
lows and greens. 

All this is important to the shoe 
merchant. It means that the all white 
shoe and the white shoe with a touch 
of color (picking up one of the costume 
colors), are both important. The shoe 
in a solid color is a natural for wear 
with a costume in multi-colors, the 
shoe color, of course, picking up one 
of the costume colors. Two-tone com- 
binations in the shoe are safer worn 
with white or with one of the shoe 
colors. 

With the white costume, the shoe 
and perhaps one other accessory, may 
be the only color accents, and then these 
can be as wild as you wish. 

Natural or wheat may assume some 
importance, depending on what color 
ideas develop in the ready-to-wear 
market. 

[TURN TO PAGE 28, PLEASE] 
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Clear the Deck 
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the peasant huaraches, have been 
greatly refined. The crude peasant look 
is gone and good shoemaking has made 
them more wearable. Several manufac- 
turers have added fashion interest to 
these year around active sport shoes 
by turning them into walking types. 
They have been very well received. 

Costumes continue to show a strong 
peasant influence. The Dirndl, so popu- 
lar the last two years, is evidently here 
to stay. Along with the simple tailored 
frock, it has become a classic for sports 
wear. The woven shoe, with either 
leather or crepe soles, is the perfect 
accessory for this type of Cruise and 
sport costume. 

A smart note with an all-white Cruise 
costume, is a white kidskin open pump 
with touches of color in the bindings. 
Often this dash of brilliant green, red 
or blue is the only color in the entire 
ensemble. 

Clothing colors for Cruise and early 
Spring will be brilliant in both prints 
and solid colors. Striking prints, sug- 
gestive of the South Seas, are extreme- 
ly high fashion. 

In shoes clear, bright colors are being 
used, as opposed to the muted tones of 
last season. There are, for instance, the 
“Monterey Color,” brilliant new shades 


typical of that peninsula—Portuguese 
Tan, Mission Brown, Surf, Fuchsia, 
Lobster and Spanish Wine. 

Many of the styles are being made 
in bucko in high shades and some in 
elk. Various novelty fabrics trim the 
solid-color duck-in models. 

Thick flexible platform soles with 
14/8 heels are being featured. 

In general, the Cruise Season of 
1938 has a definite luxury trend which 
clearly indicates better business con- 
ditions. 


Boyd’s Enlarges Store 

MIAMI, FLA.—Boyd’s, at 75 East 
Flagler Street, has greatly enlarged its 
store, and part of the new equipment 
is a Bag Bar. This is semi-circular in 
shape, of two-toned wood, and carries 
a line of inexpensive and better bags. 
The rear wall was removed and a 
bronze mirror wall set in; this adds 
very much to the appearance. The new 
bull’s-eye light fixtures, giving a soft, 
indirect, yet very clear light, have been 
installed. An entire new front was 
added. Shoes in two price lines are 
carried—$1.99 and $2.99. Oscar Hum- 
phrey is manager. 


Childs Looks to Future 


[CONTINUED FROM PAGE 15] 


variety and the luggage and umbrella 
department has also been enlarged. 
The basement has not been changed. 
It will continue to house rubber foot- 
wear, the Ski Shop and its regular 
line of footwear. 

It is an interesting coincidence that 
the present renovation of the store 
comes during the year of the 25th 
anniversary of its moving to its pres- 
ent location. It was in March, 1913, that 
the present store was opened. 

A dinner for Childs’ employees of 
the Holyoke, Hartford and Springfield 
stores and for business associates of 
the company was held at the Roge: 
Smith Hotel, Sept. 21. Many out-of- 
town guests were present for the 
occasion. 


Nisley Opens New 
Shoe Department 


GRAND ISLAND, Nes.—The Nisley 
Shoe Company, of Columbus, Ohio, have 
opened a department in Grand Island 
at the Wolbach and Sons store. This 
store is one of the largest department 
stores in any town of its size, in the 
Midwest. 

The Nisley department is being man- 
aged by Ira D. Lane, who has been 
with the Nisley people for the last 
twelve years. He came here to manag: 
this department from Lexington, Ken 
tucky, where he managed the Nisle) 
store there for several years. 

The Nisley department here will spe 
cialize in ladies’ shoes only. They wil 
carry sizes ranging from 2% to 10, 
from 4A to D, with a price ranging 
from $3.95 to $4.95. This stock is kept 
filled by reorders each week. 

The department opened formally i: 
the Wolbach store on October 1. Th« 
department occupies a space 20 by 65 
feet and there are four full time clerk:. 
and several working part time. 


Anticipates Popularity 
of Brogues 


St. Louis, Mo.—J. M. Veatch, man- 
ager of Flagg Bros., reports that h: 
will be busy supplying his customers 
with English brogues with wing and 
straight tips this Fall and Winter with 
a brisk demand in the buying wind to 
date. Brown and tan will be the lead- 
ing colors for the coming season, he 
believes, and his store is well stocked 
for the anticipated business. Mr. 
Veatch is doing a wonderful job in 
window displays, with his uniquely cut 
windows and the rounded glass panes. 
Prominent in the window displays and 
on rounded table displays in the store 
are fancy colored “standup” socks for 
men that have had a wide demand thus 
far. The socks are ribbed and even 
conservative buyers are selecting from 
this line. 
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It is possible that the newest idea 
in Winter fashions—accessories match- 
ed to the costume—may be adopted for 
resort wear but it is more probable 
that the trend to bright contrasts in 
informal and sport clothes will be the 
popular choice. 


Shoe patterns lend themselves to 
color contrasts this season. The plat- 
form sole, fancy heels like the spool 
shown here, the mudguard treatment, 
lacings, pipings and bindings are all 
logical opportunities for the introduc- 
tion of a second color. 


In materials, calf, buck and doeskin, 
and patent will, of course, be sold. Kid- 
skin is slated for a big season in both 
glazed and grained versions. It is felt 
that pastel tones are more effective in 
the glazed finish and the deeper and 
brighter shades in the grained. Out- 
standing among the latter are a group 
from a leading tanner with such fash- 
ion-significant names as “Broadtail,” 
“Caracul” and “Morrocana.” They 
come in five leading colors as well as 
black and white. Combination of the 
two finishes is a popular style idea. 

Other grain surfaces continue impor- 


tant. We saw some very effective pig- 
skin models in a wide color range. 





Elasticized calf, patent and grained 
and crushed kid are coming in strong. 

Fabrics show some new weaves and 
color combinations. One manufac- 
turer is making a series of so-called 
plaids in charming soft blues, yellows, 
rusts, ete. Stripes and floral stripes 
are important. 

But the big item in fabrics is mesh, 
with large, medium and small open- 
ings. The larger is the newer note. 
And elasticized mesh is the newest 
idea of all. 

Patterns are charming—often high 
riding but opened up in many different 
ways. 


Add Shoe Department 


SAVANNAH, Ga.—Following complete 
remodeling of its store front the B. 
Karpf women’s and children’s ready-to- 
wear store at 107 West Broughton 
Street has installed a modern shoe de- 
partment, handling women’s shoes, ho- 
siery and bags, the price range being 
between $1.99 and $5.99. 

Jimmy Moye, popular shoe man of 
Montgomery, Ala., has been made man- 
ager. On the opening day an attractive 
ladies’ handbag was given as a souvenir 
with each pair of shoes purchased. 
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Joseph Kalisky Soon to 
Return Home 


Cuicaco, Itt.—Joseph Kalisky, past- 
president of the Chicago Shoe Travel- 
er’s: Association, is still in this city 
where he has been forced to remain to 
recuperate from injuries received when 
he was held up and attacked here last 
July. 

Mr. Kalisky was returning to his 
hotel on the north side of the city late 
at night when he was seized by an 
unknown assailant or assailants. He 
was strangled and left lying uncon- 
scious in an alley. After lying there 
for some time, he finally regained con- 
sciousness and was able to make his 
way to his hotel where he received 
medical attention. Because it was rain- 
ing at the time he also suffered from 
exposure. 

He was robbed of his bill fold, a 
valuable diamond ring, and gold watch 
given him by his colleagues. 

He expects to return to California, 
where he now makes his permanent 
home, in a short time. 






Merchants Hold Parade 
of Style 


HOLYOKE, Mass.—Fashion’s forecast 
for the fall and winter was made in 
grand style Oct. 4 in the form of a 
brilliant parade of the newest sport, 
dress and evening models, when the 
Holyoke Business and Professional 
Women’s Club presented its annual 
fashion show to an audience of 500 
women in the ballroom of Hotel Roger 
Smith. Ultra smart shoes and hand- 
bags, cunning hats and furs galore re- 
ceived their share of admiration. Com- 
mentators for the A. Steiger & Co. and 
McAuslan & Wakelin Co. were Miss 
Marolyn Dearing and Miss Reba Shafer, 
respectively. Jewelry was displayed 
by Cheney & Hunt, shoes by Thomas S. 
Childs, Inc., and furs by the Hudson 
Fur Co. 





Open Walk-Over Department 


Pomona, CALIF.—Opening of a Walk- 
Over shoe department was held recently 
in the Orange Belt men’s store, 135 
West Second Street. George I. New- 
man will be in charge of the new de- 
partment, which will be under the 
supervision of Vernon A. Boyes, man- 
ager of the shoe department of the 
Orange Belt Emporium, Second Street 
and Garey Avenue. 

In the past the men’s shoes have been 
sold in the main store, of which the 
men’s store is a branch. To accommo- 
date customers, the move was made 
and the new department started. 

Mr. Boyes has been connected with 
Walk-Over shoes for the last 15 years. 
Before going to the Orange Belt Em- 
porium in 1933 he was one of the pro- 
prietors of the Casey-Boyes Shoe Store. 
Mr. Newman was for 10 years con- 
nected with a large shoe organization 
in the East. 
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A Market Plaee for 


New Ideas and Inventors 


CHARLES HENRY BROWN 


Service-Center Opened by Charles Henry Brown 


*6@)PPORTUNITY is ever knock- 
ing,” says Charles Henry Brown, and gives as an 
example the following story: 

Mr. and Mrs. George D. Selby were on their way to the San 
Francisco World’s Fair. Enroute, Mr. Selby made a friendly 
call on C. H. Baker in Los Angeles. While in the store, he over- 
heard Mr. Brown demonstrating Wright Arch Preserver Shoes. 
Mr. Selby confessed to Mr. Brown at the fitting stool that Mrs. 
Selby was suffering so much from her feet that she had refused 
to continue the journey to the Fair. The tip was sufficient. Mr. 
Brown took a pair of Selby shoes from the stock, rebuilt them 
with Arch Preserver ideas, fitted the lady and she went to the 
Fair in comfort. A few weeks later, on Mr. Selby’s return to the 
factory, he wired Mr. Brown to stop at Portsmouth to “see me 
with your new-fangled idea, before you get into bad hands some- 
where else.” 

If accident can make such opportunity, it is Mr. Brown's 
belief that inventors and idea-men, hidden somewhere in the 
trade, should have a chance to “show their stuff.” 

Therefore, Charles Henry Brown starts a business 
for the sale of a number of practical inventions that 
increase the service in shoe stores and a number of 
salable items that increase the merchandise offered for 
sale. He further encourages inventors to send to him 
their creations that they may serve these two pur- 
poses. He hopes, in a short space of time, to round out 
a complete service system for shoe stores to use and 
to sell to the end that the money intake in shoe stores 
may be increased. 

Two well-studied observations by Charles Henry 
Brown prompted him to start a new business at the 


age of 73. Success in business over the years has been 
his and his new venture is the result of his convictions 
that these two things are needed in the shoe stores. of 
America. 

First—Apparatus and scientific machinery to aid 
in a better fit, sale and satisfaction of shoes at the 
fitting stool and to add to the conviction of the public 
that a complete service is rendered by the store. 

SeconD—Increasing the traffic flow into shoe stores 
by the sale of items related to feet and their comfort. 

Mr. Brown’s career reads like a page out of Horatio 
Alger. His adult life, up to the age of 50, was smeared 
with ink. He was manager of a large printing plant in 
Detroit as far back as 1898. He came to New York to 
introduce better typographical effects in advertising. 
His idea swept the country and he established branch 
offices in major cities and many an advertising execu- 
tive dates his career from working under Mr. Brown. 

In 1902, he became interested in shoes because of 
a very serious, painful foot trouble developed by Mrs. 
Brown. For years he went from doctor to doctor, try- 
ing to find shoes that would help her. It wasn’t until 
about 1906, when he met Dr. Harlan P. Cole of New 
York, that that famous doctor made a special pair of 
shoes for Mrs. Brown and her difficulties started to dis- 
appear. A friendship developed between the two men 

[TURN TO PAGE 59, PLEASE] 
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YOU NEED A CHANGK/ 


Are you getting the action, the responsiveness you want from your present lines? 
Perhaps you need a change. Why not change to the young, active, responsive 
lines of the new Hamilton-Brown? . . . . These new Hamilton-Brown lines have a 
restless eagerness —a stirring, tantalizing urge to action which you should discover 
for yourself . . . . Ready for quick shipment are the illustrated styles in Country 


Club for young men and Mar-V-Lus Age for young women. Wire your orders. 


Mar-V-Lus Age 


on the new Hamilton- 
Brown Barge Last. 
Sizes AA 514-9, A 5-9, 








Ne 


* ‘ 
Country Club 
on the new Hamilton- 


Brown bulky Wahoo 
Last. Sizes C 6-11, 
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OUTLOOK 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Need for Adaptability 


TODAY becomes tomorrow so swiftly that every busi- 
ness must recognize the fact that we are in a swiftly 
changing world. The speed-up is terrific, not only with 
nations but with business and with the individual. The 
plan and procedure that made a business successful 
five years ago or ten years ago may be outmoded in a 
short season. 

The public may switch likes and dislikes for goods 
and services; and yet the business man may be ignorant 
of it. He may have lived so close to his own store, its 
methods and its merchandise, that he has failed to see 
the decided change in the public’s behavior toward 
that sort of store and its merchandising methods. 

No business can rest on the security of today’s meth- 
ods and merchandise—for tomorrow may develop a 
form of “pernicious anemia” resulting in the inevitable 
demise of the business. The bewildered owners of that 
business may still believe that they are good business 
men and their store and its service is the very best; 
but yet something has brought about a change in the 
public’s affection and appreciation for its shoes. 

The Fall season to date has not been a selling season 
in the old, accepted meaning of a rush of customers. 
Instead, retail business has shown changes almost daily 
in their swiftness. Saturday, the biggest selling day in 
former years, has, in many cases, become a “flat tire” 
in view of the overwhelming interest in football, week- 
end sports and week-end leisure. The change in payroll 
system of twice a month payment—as against weekly 
payment may be another reason for the fitful condition 
of consumer trading. The forty-hour week or less may 
make Saturday in-town barren of sales, and Saturday 
out-of-town fruitful of sales. Many mid-town com- 
munities have started the “mid-week-long-day” and find 
that between 5.00 P. M. and 9.00 P. M. as much busi- 
ness has been put on the books as was formerly done 
on a good Saturday. 

The speed-up is also making itself felt in inven- 
tories. Someone has said: “Inventories occupy a 
blind spot in our economic knowledge.” The move- 
ment of goods from factories is known, but what about 
retail? True, “a merchant buys only what he can sell 
and sells only what he has bought.” The common habit 
has been to accumulate inventory in advance of a 
major season. The merchant may start with full shelves, 


but what happens when by failure of his sales he 
doesn’t equal his dollar intake expectation? He then 
develops a grouch on buying—and an eager enthusiasm 
on selling because bills have to be paid and time is 
the essense. 

The plight of the chains in periods of fitful buying 
is something to write home about. Inventory and 
bookkeeping are an immense problem in chain oper- 
ation. The flow of goods from source to fitting stool 
must be continuous otherwise efficiencies and economies 
are impossible. Many a chain has discovered that the 
golden days are over, when every store was in the 
black. Today many of the chains have many stores 
deep in the red because of high rent, locations and 
high pressure selling that isn’t responded to by a public 
that has changed its mood. 

As a result, we are finding many small stores, par- 
ticularly in suburban locations, reporting a good busi- 
ness because a daily physical inventory is possible on 
slow movers, and a daily replenishment of stock is 
possible on quick movers. 

Remember, also, style is not static. The public wants 
what it wants when it wants it and a new hot number 
is worth a full price for a shorter space of time than 
ever before. 


Retailing has been made more difficult for the heavy, 
ponderous, sluggish mind and machinery. 


There are no miracles of manufacture that make 
possible a greater speed-up of production, but there 
are many little miracles of adaptability performed daily 
in shoe stores that keep pace with the public and may 
be a day or two ahead. 

New and unusual types of shoes have captured the 
imagination of men, women and boys so that a stand- 
ard stock, instead of being safe, is sometimes a peril. 
The consequence of this speed-up is the vital necessity 
of every man to keep very close to his business and 
particularly to the fitting stool. 

The general temper of the country is wholesome. 
The possibility of more money for retail expenditure 
improves with each day’s passing. The public has 
confidence in the American system of enterprise—but 
is asking for adaptability of merchant to its changing 
needs for goods and services. 
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THERE’S AN “INSIDE STORY” 
BEHIND THE SUCCESS OF 


HEALTH SPOT SHOES 





An “INSIDE STORY” of exclusive 
patented features often imitated but 
never duplicated. 


An “INSIDE STORY” of quality and 
strength of construction that will not 
sag under body weight. 


An “INSIDE STORY” of how Health 
Spot Shoes straighten up weak feet and 
hold them straight. 


An “INSIDE STORY” of comfort and 


customer satisfaction — 80% repeat 





business—one friend telling another. 


An “INSIDE STORY” of dealer profit. 
Write in today for full details. 


MUSED ECK am 
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* Manufacturers of the Most Complete 
Line of Corrective Shoes in America 
for Men, Women and Children 
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Story 


As Dramatized in Windows 


V intage Shades Play Important Role in Fashion 


Promotions for All Types of Women’s Shoe Stores. 

















Stores, Houston, Texas. 





ELLUSTRATIONS on_ these 


pages show four different shoe windows by four dif- 
ferent stores, located in widely separated sections of the 
country, all having the common theme of Fall fashion 
promotion. And it’s interesting to note that three of 


them dramatize as the dominant style note the so-called 
vintage or wine shades in Fall shoe leathers. 

Most dramatic and unusual of these displays is the 
hayloft window by Lord & Taylor, New York, designed 


for the purpose of exploiting “chic country shoes for 





aD 





With 
the possible exception of the fashion figure, all of the 


tweeds and tramping—right for comfort, too.” 
materials used in this window display are easily avail- 
able to any store, anywhere, and the idea could be 
worked out in any number of ways to conform to any 
size or shape of window space. Even without the fashion 
figure, the display could be made very effective for the 
showing of a group of country shoes, of the general 
type and description shown in this novel window. 
[TURN TO PAGE 56, PLEASE] 
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MOnAWh 


Two steps sell shoes! They must look right—feel right. 
Beautiful Mohawks make grand backgrounds against 
which customers get that first important impression of 
the shoes.—And Mohawk’s soft, deep pile turns testing 
steps into selling steps! Colors, designs, weaves, fitted 
to shoe-store traffic, priced to shoe-store budgets— 


Mohawk makes them all. Write the nearest office. 
The carpet illustrated here is Royal Boucle 













AGAIN WE SAY 


MOHAWK 
as 


STAGE YOUR SMARTEST STYLES 






MOHAWK CARPET MILLS, 295 FIFTH AVE., NEW YORK 
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Possible Revision of Czech 
Trade Treaty Seen 


WasHINGTON—Prompted by the partitioning of 
Czechoslovakia under the terms of the recent peace 
agreement negotiated in Europe, reciprocal trade ex- 
perts are studying the possibility of revising the Czecho- 
slovakian trade agreement and placing territory taken 
over by Germany on the blacklist as was done when 
Austria became part of Germany. 

Although declining to be quoted, Tariff Commission 
experts said that any changes made necessary in the 
trade agreement apparently would not affect tariff 
concessions granted on shoes. It was pointed out that 
Zlin, where all Bata operations in Czechoslovakia are 
located, lies well within the so-called “bottle-neck” with 
the nearest proposed new German border perhaps 30 
miles distant. Others expressed the off-hand opinion 
that manufacturers might face difficult exporting prob- 
lems not encountered before. 

A substantial volume of other Czech exports to the 
United States comes from the Sudetenland, the most 
heavily industrialized section of Czechoslovakia. Sudet- 
enland, upon being transferred to Germany, is expected 
to be placed on this country’s blacklist in accordance 
with established policy. Germany, with whom the 
United States has no trade agreement, does not accord 
American goods most-favored nation treatment and 
hence tariff concessions granted other countries are 
not extended to Germany. 


Hold Conferences to Smooth Out 
George-Deen Law 


WasuHincton—tThe distributive trades division of the 
vocational education section, Office of Education, hopes 
through its October conferences in seven large cities to 
smooth out wrinkles in the administration of the George- 
Deen law, which provides for training in distributing 
trades subjects for the first time in the history of 
Federal assistance in the vocational education field. 

The conferences, under the direction of state voca- 
tional education offices, were called to solve teaching, 
personnel and related problems under the Act, and 
were generally expected to arouse considerable interest 
in retail circles. The schedule of conferences, including 
those already held, is as follows: Atlanta, Ga., Oct. 6-7; 
New Orleans, La., Oct. 10-11; Omaha, Neb., Oct. 13-14. 
and in Denver, Colo., on Oct. 17-18; Chicago, Oct. 
20-21; New York and San Francisco, Oct. 25-26. 

Representatives of the Federal Government, whose 
jobs are largely of an advisory nature in addition to 
supervising the allocation of money to the states, are 
currently compiling data received from regional offices 
which, they expect, will provide an accurate picture of 
progress made thus far under the program. This mate- 
rial, showing the number of classes held, courses offered. 
and the various trades in which students are employed. 
[TURN TO PACE 42, PLEASE 
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KISTLER “‘BENCH BRAND” 
SOLE LEATHER 


To sell more shoes is your ambition. To sell them at a good profit 
is your desire. If an especially fine leather outsole on work shoes will 
help attain those objectives, you need it. 


Under practical wear tests, on the feet of men who are daily on 
the job, Kistler “BENCH BRAND” Sole Leather stands up amazingly 
well. This uniformly dependable sole leather offers you a great op- 
portunity to improve your lines—and do it at a price, plus your mark- 
up, within the capacity of limited pocket-books. You will have a 
“Special Value” which will be a real joy to push. To the man whose 
money comes hard, a special value that is a greater value for the 
dollar has a pleasing sound. 


Write your manufacturer or jobber in this connection at the 
earliest possible date. He knows Kistler “BENCH BRAND” Sole 
Leather. He may be prepared to make immediate deliveries of some 
numbers bottomed with it. 


», 
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FOUNDED 1840 


THIS CHART EPRESENTS 4 
SOE OF LEATHER THE Parr 
VSEO FOR KISTLER GencH 
SRANO SOLES IS ABOUT 19% 
OF THE WHOLE S108 
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COMBINE 


GOODYEAR WELT SHOES are readily 
adaptable to the modern platform types 
and provide a wide variety of striking 
effects featuring full platforms with dec- 
orative bindings or beaded welting in 


smart contrasting colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





BOOT ann SHOE RECORDER, October 15, 1938 [39} 


New Cleveland Store 
Is Luxury Lounge 


[CONTINUED FROM PAGE 16] 


person to try the store’s mixture. 


On the back of each of the “two- 
some” cigarette boxes is the individual 
salesman’s card including his name as 
well as the name and address of the 
store. On the match folders are the 
name and address of the store on-one 
side, and the brand names of the 
store’s featured shoes on the other. 
Thus Holbrook’s Euclid Avenue Shop 
gains considerable advertising while 
at the same time creating a favorable 
impression with its clients. Placed at 
ease in such a bright, happy atmos- 
phere, the patrons are bound to carry 
out a favorable memory which will 
bring them back when another pur- 
chase is contemplated. 

All stock in this luxury lounge is 
hidden. A specially built stock room, 
midway back, houses the women’s line 
on convenient shelving. This built-out 
section likewise serves to divide the 
women’s department up front from the 
men’s department to the rear. In ad- 
dition to the front door entrance off 
Euclid Avenue, there is a private side 
entrance leading to the men’s depart- 
ment from the lobby of the C.A.C. 
Building. The desk of manager Elmer 
A. Clark is located between the two 


departments, immediately opposite the _ 


women’s stock room. The store office 
and bookkeeping department is located 
on a rear balcony. Beneath the bal- 
cony is the men’s stock room. Thus 
everything is arranged for efficient 


merchandising. Air conditioning pro- 


vides comfort for patrons in all sea- 
sons. 


The men’s and women’s departments | 
are not only well divided but also dis- | 


tinguished by the furnishings and 
decorative treatment. The carpeting, 
for instance, is green trimmed with 
mulberry in the women’s department, 
while in the men’s department it is 
solid mulberry. The women’s depart- 
ment offers turquoise lounges and 
peach-colored chairs in tapestry. A 
rose mirror in the ladies’ section is 
touched off with torchieres. Other mir- 
rors are interspersed about. Hand 
drawings in colors present Stetson 


“Tailorites.” The hosiery department is | 


located just inside the main entrance. 
The men’s department is furnished 
exclusively with lounges, upholstered 


in Chinese red leatherette. An elevated | 


shine stand is made of the same mate- 
rial and even the tobacco bar is done 
in red. Side mirrors and small dis- 
tinctive displays are spotted about the 


sides while candid pictures of Banister | 
shoe factory veterans at work build- 


ing shoes, decorate the walls. 

The lower half of the side walls of 
the store is in tan leatherette color. 
The upper half is in turquoise. Mold- 
ings of birch separate the two. At the 
top of the side walls is a narrow band 


Prize Design Contest 


WOMEN’S KID SHOES for SPRING 1939 


vis 
KEDSKIN 











Open To All Those In The Shoe Industry 
Concerned In Any Way With The 
Creating And Designing of Shoe 
Styles, As Well As Pattern Making 


To encourage new designs in practical daytime kid shoes, the Kid- 


skin Guild announces the following cash prizes for new designs — 


First Prize . 8500.00 
Second Prize . - 200.00 
Third Prize . - 100.00 
Fourth Prize - 40.00 


Rules of the Contest: 


l. Designs to ae sanaes on their originality of design or treat- 
ment and manufacturing practicality. 


Designs to be for shoes that can be worn in Spring, 1939. 
Designs can be submitted in sketch form or pullovers. 


Any design to be considered must be in the hands of the Kid- 
skin Guild by midnight of December 1, 1938. All designs and 
pullovers should be sealed and wrapped carefully. No designs 
will be returned. 


Prize winners will be announced December 15. 
Designs to oo by a committee of leading retailers, ma- 


nufacturers, kidskin tanners and fashion authorities. The decision 
is final. 


All designs submitted become the property of the Kidskin Guild. 


An effort will be made to place each winning design in a manu- 
facturer’s Spring line and properly promoted. Suitable recognition 
will be given the designer. 


9. Each person entering this contest will be limited to three designs. 


Here is an opportunity you have been waiting for! A design contest among the 
people in the industry who are continually engaged creating the beautiful styles 
that have —— American shoes famous ail over the world. Rich cash awards and 
—- of publicity await the winners. So prepare your ny without delay. 
d all ee to C. E. Nelson, Kidskin Guild, 400 Madison Avenue, New York. 
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“Up” and “Up” ee 


sy Nente “it FAIRY FORMS 


support the ascending lines of 


PUMPS, STRAPS, STEP-INS 


From the up-swept line of her new shoes to her 

brushed-up hair under an up-tilted hat, the smartly 

Contracted for dressed woman is putting a strong emphasis on the 
~—— new “up” fashion. Everywhere. fashion-alert stores 
are promoting it. And that means window and counter 

displays featuring up-swept pumps and step-ins ... 


high climbing straps, perky bows and flaring wings. 


Emphasizes Style and Fit 


Expended os There's nothing that will give the new “up-fashion™ 
“— pure shoes greater display smartness than famous Flex-to- 
Fit Famy Forms. The graceful arc of the flexible 

shank lifts the high-built throats and straps to a proud 

sweep. The shank is springy. forcing the expanding 

toe well into the shoe . . . giving a taut, 

sleek vamp . . . a straight sole . . . an 

erect counter . . . and narrowed quarters 

that indicate a trim ankle fit. Made of 


feather-weight Fairylite. 


See your display form jobber today, or 
write Dept. BS-10 for prices and descrip- 


tion of our complete line. 











of grey. At intervals along the sides 
are square columns which are given a 
slightly deeper shade than the walls 
themselves. All woodwork, throughout 
the store, is of natural birch. The ceil- 
ing is done in white. The store is well 
lighted by both modernistic hanging 
ceiling lights and colorful floor lamps. 

The front of MHolbrook’s Euclid 
Avenue Shop is finished in black Vitro- 
lux with the name of the store in 
satin finish block alumilite letters. Deep, 
curved glass display windows are lo- 
cated on either side of the entrance. 

The entire shop is treated with a 
flourish of individual character which 
stands out. On the inside, the staff 
aims to make the visit of prospective 
customers a happy memory which will 
bring them back again. 


Open Remodeled Store 


NEw ORLEANS, La.—Completely re- 
modeled and with new fixtures in- 
stalled to give it an unusual beauty 
and luxury of appointments, Chan- 
dler’s Boot Shop at 811 Canal Street, 
recently gave New Orleans women 
their first view of one of the country’s 
outstandingly beautiful exclusive 
women’s footwear establishments. The 
new store is colorful and yet restful, 
featuring contemporary treatment of 


| both interior and exterior. Air-condi- 
| tioning has been installed. The en- 
| trance is trimmed in imported white 


marble of contemporary design. The 
vestibule floor of terrazzo and the light 
panel entrance doors add a note of 
dignity and exclusiveness to the front. 
The show windows are equipped with 
the most modern type of window il- 
lumination. The interior is done in 
bone white, with lighting fixtures of 
the latest design. Just within the en- 
trance are placed the hosiery and bag 


| departments. The interior of the store 


is trimmed in a light maple with full- 


| length mirrors. The carpet’s dark blue 


design harmonizes with the maple; the 
chairs have blue plush upholstery. The 


| original Chandler shop was opened at 
| 811 Canal St. 13 years ago. “There is 
| no question that suede will be the pre- 
| dominating material, with black, of 
| course, as the leading color,” Frank 
| P. Ricca, Southern district sales mana- 


ger, said. “They will be mostly in 
high riding styles. High riding elastic- 
ized suede will be much in demand. 
Platform soles are the very latest for 
Fall. Then there are the soft, draped 
effects and chic dressmaker pleats and 
many others. Sport shoes will have 
the new square toes and extra thick 


| erepe soles,” Mr. Ricca concluded. 


Platforms Gain Popularity 


Boston, Mass.—Sales of platform 
style shoes, in some Boston stores, are 
running ahead of expectations. 

The thin platform, not too conspicu- 
ous in substance or color, seems to have 
the preference among patrons of stores 
whose shoes sell at $5 or more. 
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To Smooth Out George-Deen Law 


[CONTINUED FROM PAGE 36] 


will be digested and released early in November, ac- 
cording to present plans. 

In launching the program and in assisting state de- 
partments of education in qualifying for Federal aid, 
officials have pointed out that the small independent 
merchant is handicapped because of the lack of voca- 
tional training, and that thousands of such establishments 
have neither the time, the money, nor the facilities for 
providing training for employees. On the assumption 
that this condition is contrary to the best consumer 
interest, officials have expressed the view that this large 
group of distributors especially will benefit from the 
program. 

Available during the current fiscal year for allocation 
to the states on the basis of population is $1,200,000, 
all of which will go for distributive training. For every 
dollar advanced by the Federal Government up through 
June 30, 1942, the states will be required to put up 50 
cents although that ratio will be hiked 10 per cent each 
year until the states are matching Federal funds dollar 
for dollar by 1948. 

Under the George-Deen law, passed at the last ses- 
sion of Congress, the funds are to be used for salaries 
and travel expenses for teachers, supervisors, and for 
teacher training in distributive occupational subjects. 


Robinson-Patman Decision Sought 


Wasuincton—The Federal Trade Commission, act- 
ing to clear up the puzzling and controversial Robinson- 
Patman anti-price discrimination law, has filed a 
memorandum with the Supreme Court asserting that it 
will not oppose the granting of a writ sought by the 
Biddle Purchasing Co., of New York, which is charged 
by the FTC with violation of the brokerage clause of 
the act. 

By this action the Commission paved the way for 
the Supreme Court to act for the first time on the 
Robinson-Patman law—an action which the FTC hopes 
will clear up cases involving Oliver Brothers, Inc., and 
the Great Atlantic & Pacific Tea Co., and other pending 
cases in which similar questions are involved. 

The Circuit Court of Appeals for the Second Circuit 
on May 2 upheld the FTC cease and desist order 
against the Biddle firm, holding that the concern had 
violated the brokerage clause of the law. The company 
then asked the Supreme Court to review the decision 
of the lower court on a writ of certiorari. It was this 
writ which the Commission said it would not oppose. 
The FTC memorandum said: 

“The petition for certiorari raises the questions of 
general importance which have not been but should be 
decided by this court. Consequently, although the re- 
spondent submits that the decision of the court below 
is correct, it believes that the case merits review and 

[TURN TO PAGE 59, PLEASE] 
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d LICK the heels with a shoehorn—and watch Take advantage of this valuable sales point by 

g how customers reach for the shoes with specifying Scuffless “PYRAHEEL” on your next 
added interest. It’s a big sales help when you _ order. Tell your clerks to try the “tap test.” It 

it can tell women the heels are covered with should help you sell more shoes, make more 

or Scuffless “PYRAHEEL.” And it’s a convincing money, clinch sales easier. Write today for a 

id sales argument when you can assure them that complete list of manufacturers using Scuffess 

Ly “PYRAHEEL” won't check, crack or scuff “PYRAHEEL” plastic heel covering. We'll 

mn —that it looks sleek and new for the be glad to send samples and additional 

= lifetime of the shoes. information. 
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THIS WEEK IN THE 


SHOE TRADE 


Saturday, Octeber 15, 1938 


National News 





Fall Shoe Trade Brisk on Coast 





Majority of Sales Run to Higher-Priced Footwear—New Wine 
Shades and Browns Follow Lead of Black in Suedes 


SACRAMENTO, CALIF. — Lavenson’s 
Shoe Store reports that business in 
Sacramento, and certainly the Fall shoe 
business, is excellent. Arthur B. Tay- 
lor, manager, says, “This Fall people 
seem to be tired of cheap shoes. The 
greater part of our sales run from $8.95 
and up, principally up.” So far the 
strap and tie styles have been well 
ahead of the pump style as the women’s 
choice of the season, while spice brown 
and vintage brown are the best sell- 
ing colors. Lavenson’s successfully 
pioneered the platform shoe in Sac- 
ramento. Suede has been the most 
popular material. Heel heights have 
remained about the same. Mr. Taylor 
thinks there is a natural tendency for 
women to wear high heels for dress 
wear and keep the more conservative 
walking heels for other occasions. There 
has been a steadily increasing demand 
for matching bags. 

In order to keep up with constantly 
changing styles they have shifted from 
the old practice of large seasonal buy- 
ing to a new policy of buying new stock 
all the time. This method assures them 
of being able to satisfy those customers 
that always want the latest fashion. 

M. E. Heyden, one of the owners of 
the Green and Heyden Shoe Store, says 
that the 12 per cent increase in busi- 
ness which they have had during the 
late Summer and early Fall season of 
this year they attribute in part at least 
to the extensive remodeling and mod- 
ernizing that were done in the store 
last r. 

Black suedes constitute 60 per cent 


of this store’s sales. Wine and rust 
shades in suedes are the leading color 
notes. Mr. Heyden says he has noticed 
a tendency toward lower heels. “Spe- 
cifically,” says Mr. Heyden, “that means 
18/8s down, rather than 18/8s up.” The 
square-toed, crepe-soled, Tomboy shoe 
is going over big this season with the 
college and high school girl. So far it 
has outdistanced the saddl2 oxford. The 
high selling point for the young men 
is very similar, being the square-toed 
“Road Willie.” In men’s shoes the nat- 
ural finish calfskin or oxblood color 
seem to be prefered. 

Throughout Green and MHayden’s 
Store there are modern type display 
cases for showing not only bags, but 
their many shoe styles. Mr. Heyden 
thinks that inside displays of this na- 
ture are a great aid to the shoe sales- 
man, since they act as what might be 
termed “the silent salesman.” The 
matching bags serve to complete about 
60 per cent of the woman’s shoe sales. 

Sacramento’s Fashion Bootery had 
an excellent Summer business, and 
their Fall stock is going well. Jack 
Porad, a director of the company, says 
that they a little ahead of last year. 
Black suede is their best seller, with 
chateau wine color in suede and calf- 
skin next. According to Mr. Porad, it 
is the material of the shoe that is the 
important thing this season, and not 
the style. Wedge heels have had a tre- 
mendous turnover in both suede and 
calf, and platform shoes with low heels 
as well as high heels are going very 
well. 


Trimble Joins Lima Cord 
Sole and Heel Co. 


Lima, OnI0— Kenneth F. Trimble, 
who has been associated in the shoe 
business many years, has joined the 
sales staff of the Lima Cord Sole and 
Heel Company and will contact manu- 
facturers in the mid-west territory. 


KENNETH F. TRIMBLE 


For the past fourteen years, Mr. 
Trimble has been with the H. C. God- 
man Company where he gained a thor- 
ough knowledge of shoemaking and 
especially the styling of shoes in all its 
phases. 
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THE CITY OF CHARLOTTE, N. C. 


PRESENTS 


“THE SHOE SHOW OF THE SOUTH” 


AT HOTELS CHARLOTTE AND SELWYN ON JANUARY 8-9-10 NEXT 


The Charlotte Shoe Fair held last July was an outstanding success. 
The Charlotte Shoe Fair, to be held this coming January, will be a still greater success. 


For Reservations Write Mr. Brooks care of Selwyn Hotel; or Messrs. 
Sanders and Curran care of Hotel Charlotte, Charlotte, N. C. 


This Advertisement Is Sponsored by The Traveling Shoemen of The Carolinas and Virginia 








New Walk-Over Shop in New York 


The new Tosk Walk-Over Shoe Store, 13 W. 14th Street, is a modern 
showplace of shoes and outstanding on this busy street. 


New YorkK—Harry Tosk, who has 
been in the retail shoe business in this 
city for several years, has opened a 
new Walk-Over Shoe Store at 13 W. 
14th Street, here. 

Located in a. recently constructed 
building, this new shop is modern in 
every way. The front is done in black 
Carrara glass with contrasting cream 
color over the windows in the entrance. 
Window edges and the concealed awn- 
ing cover are of bronze. Window back- 
grounds are of contrasting shades of 
light-colored wood which make attrac- 
tive settings for displayed shoes. 

On the interior, a gray soundproof 
ceiling, warm reddish wood paneling and 
a blue-green, wall-to-wall carpet make 
a restful and attractive color scheme. 
Shoe stock in wall-flush shelving is 


broken by full-length fitting mirrors 
and small display niches in which one 
shoe is displayed with a white porce- 
lain figurine. Comfortable fitting chairs 
are of the modern chrome steel type, 
upholstered in red leather. 

The store is owned by Harry Tosk 
and his brother, Max. Another store on 
125th Street is managed by Max Tosk, 
while Harry Tosk manages the new 
store. 


L. H. Miller Named 
Rollman Buyer 


CINCINNATI, OH1I0—Leonard H. Mil- 
ler, formerly merchandise manager of 
Rike Kumler, Dayton, Ohio, took over 
the duties of upstairs shoe buyer for 


Rollman & Sons, Cincinnati, Ohio, effec- 
tive September Ist, 1938. 

Mr. Miller has been closely connected 
with the shoe business for fourteen 
years, having been for some time shoe 
buyer for Abraham & Straus in Brook- 
lyn, N. Y. 

The Cincinnati shoe industry is glad 
to welcome Mr. Miller and of course 
wishes him success in his new position. 


Displays Old and New 
Shoe Styles 


Boston, Mass.—The principle that 
contrast will throw into high relief the 
merchandise to be sold, was cleverly 
employed recently by the Jordan Marsh 
Company of this city, when one of its 
Washington street windows was given 
over to a two-day display of shoes from 
the third-floor women’s shoe depart- 
ment. Cleverly intermingled were an- 
cient and mediaeval shoes in sharp con- 
trast with their own modern styles. 

The old-time footwear was borrowed 
from the museum of the United Shoe 
Machinery Corporation; the modern 
shoes were made over the down-to-the- 
wood, up-to-the-arch lasts introduced 
by the United Last Company. 

Employes of the window-trim depart- 
ment reported that the display attracted 
unusual attention; that, in fact, the 
sidewalk in front of the window was 
frequently crowded. In the shoe de- 
partment it was reported that many 
customers mentioned having seen the 
display. 


Open New Branch 


NEBRASKA CiTy, NEB.—The Harry C. 
Milens Shoe Stores, with headquarters 
in Kansas City, Mo., opened its seventh 
unit in Cleveland’s Department Store, 
Nebraska City. Walter Carrol is man- 
ager of this new branch which features 
shoes in a price range from $1.99 to 
$10.50. 
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MeNeely Presents Two Basie Colors 
For Spring Shoe Merchandising 


mos® Ne. 9g 


Classic Blue For Bright Wine With 


Early Spring Volume Bine Undertones 


Blues go on serenely, 
spring after spring, chang- 
ing their tones and cast to 
meet new influences in the 
costume picture. This sea- 
son, the basic blue must be 
lively, strong enough to 
hold its own in any light. 
McNeely No. 88 is recom- 
mended as a saleable 
choice for volume and 


high fashion shoes. 


After blue, wine shades 
show the great promise of 
volume for spring. Fav- 
ored are the lively blue 
wines which harmonize 
with purplish blues, cycla- 
men pastels and neutrals. 
Suits like that illustrated, 
with its light color and soft 
cut, are beautifully com- 
plemented with shoes and 
accessories in McNeely 
Claret or Marine. 


McNEELY DIVISION 
ALLIED KID COMPANY 


Huntingdon and Fairhill Sts., Philadelphia, Pa. 
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BUY 
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Nurses’ Shoes 





Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 
Process 


IN-STOCK 


* 


Owens SHOE Co. 


Bite! 28 Goodhue St., Salem, Mass. 











General Shoe Reports 
Record Month 


NASHVILLE, TENN.—The General 
Shoe Corporation, Nashville, through 
Maxey Jarman, president, reports that 
September was the biggest month in the 
history of the corporation. 

During the month, Mr. Jarman 
stated, the corporation not only shipped 
more shoes than it has during any 
month since its founding in 1924, but 
also reached a new production peak. 
He attributed a large part of the Sep- 
tember gain to the in-stock service of 
the corporation. Particular emphasis 
has been placed on the handling of mail 
orders, and with active retail business 
being reported by thousands of Jarman 
dealers, large fill-in orders were being 
shipped at a steady rate throughout 
September. 

With dependable business indicia 
pointing to still further increases in 
shoe retailing, production in all Gen- 
eral Shoe factories has been correspond- 
ingly stepped up and reached a new 
record peak late in September of more 
than 30,000 pairs of shoes daily. 

Divisions of the corporation are the 
Jarman, Richland, Belle Meade, David- 
son, Dominion, Edgewood, Barrett and 
Statler Shoe Companies. 


Enlarge Shoe Department 


Gary, Inp.—H. Gordon & Sons have 
enlarged their shoe department to ren- 
der better service to their increasing 
footwear trade. A number of new lines 
of shoes have been added to their 
former stock, increasing the stock vol- 
ume and variety. These include many 
well-known brands. 
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Kaut-White New Children’s 
Shoe Concern 


IRONTON, Mo.—The recent organiza- 
tion of the Kaut-White Shoe Company 
with factory at Ironton, marks the en- 
trance into the children’s shoe manu- 
facturing field of another concern 
headed by young men. William Kaut, 


JAMES E. WESSELING 


Jr., is president and in charge of pro- 
duction; while Edward White is vice- 
president and treasurer in charge of 
sales. Neither is over thirty years of 


James E. Wesseling, formerly gen- 
eral manager of the Independent Shoe 
Manufacturers, Branch of Hamilton- 
Brown Shoe Company, has become asso- 
ciated with the Kaut-White Shoe Com- 
pany. Mr. Wesseling has been elected 
a vice-president of the company and 
will have charge of sales to the volume 
trade. He maintains an office and 
sample room at 415 Louderman Build- 
ing, Saint Louis. 

After spending nearly a year devel- 
oping their patterns, lasts and special 
construction features, these two young 
manufacturers introduced their first 
line to the trade in August. 

Mr. Kaut is the son of William Kaut, 
a director and general production man- 
ager over a large group of factories 
of the Brown Shoe Company. Before 
going into business for himself, Mr. 
Kaut, Jr., worked under his father for 
a number of years in various depart- 
ments where he gained broad experience 
and learned the many phases of shoe 
manufacturing. Mr. White comes to 
the shoe industry from the paint in- 
dustry. 

Their recently completed factory 
building at Ironton is specially designed 
for shoe construction and has a daily 
capacity of 4000 pairs. The walls of 
this building are Missouri granite quar- 
ried from the nearby Ozark hills and 
the floors are of native hardwood. The 
Kaut-White line is priced to retail from 


NEW 
SHOES 


thrill a 
youngste f—especially if 
they're Mrs. Day's 
ideals. fy ope and 
constructed as 
cialist in this com at 
footwear, they have an 
reputation 
with all mothers. 
Smart retailers of 
juvenile shoes find 
them not only profit- 
a but excellent 
builders of new busi- 
ness. 


| 
| 
| 4 never fail to 
| 
| 
| 


MRS. DAY’S 


IDEA L BABY 
$H CE CO. 
DANV ERS, MASS. 


FLEXIBLE 


STOCK NO. 562 





HARD 
SOLES 








$1.00 to $2.00 and is to be marketed 
under the brand name “Lullaby Shoes.” 


Massachusetts Leads In 
Shoe Production 


Boston, Mass.—The New England 
shoe states led the country in produc- 
tion during August with an output of 
15,412,155 pairs, an increase of 9.5 per 
cent over August, 1937, as compared 
to a gain of 8 per cent registered in the 
entire industry during that month, ac- 
cording to an analysis made by the New 
England Shoe and Leather Association 
based on statistics just released by the 
U. S. Bureau of the Census. 

Massachusetts led all states with an 
output of 8,491,186 pairs, followed by 
New York with a production of 7,673,- 
163 pairs. Shoe output for Massachu- 
setts represented an increase of 4.5 per 
cent over the same month a year ago. 
Output in Maine showed a gain of |4 
per cent over production in August, 
1937, while production in New Hamp- 
shire was actually 18 per cent higher in 
this period. 

For the eight months period, January 
through August, the New England shoe 
states produced 95,067,051 pairs, or 11 
million pairs less than in the same 
period a year ago. Losses made in this 
period by the individual states were 17 
cent for both Maine and New Hamp- 
shire. 





BOOT anv SHOE RECORDER, October 15, 1938 


Alll the items described above are out- 
standing advantages to manufacturers 
who are making platform or beaded 
welt shoes using the 


/C SOLE STITCHING MACHINE 
— MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








WHERE 
TO 
BUY 
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Soles and Heels 


halite chi hdl iil 


METAL FLEX ano LITHOX 
SOLES AND HEELS 
A combination of steel mesh, metallic, and 
animal substances. 
Long wearing. Metal for NON-SLIP. 
No SPREAD, No CURL, No BULGE 
THE LITHOX CORP. 
WAPAKONETA, OHIO, U.S.A. 
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Slippers 


27 ee ee er 

















Steidley Opens New Store 


GRAND ISLAND, Nes.—H. M. Steidley, 
who has been identified with the retail 
shoe industry in Grand Island for the 
past twenty-five years, has opened a 
shoe store of his own here, under the 
name of the Steidley Shoe Company. 

This new firm will handle nationally 
known and popular priced brands of 
footwear for men, women, and children. 

The store is located in a building 
which was completely remodeled for a 
shoe store, and one of the distinctive 
features is the new White Spot modern 
front, of ivory Carrara tile. The front 
is trimmed in wine shade. The glass 
of the display windows also involves 
latest construction features, eliminating 
strips at the joints. 


Shoe Department Streamlined 


NASHVILLE, TENN.—The shoe depart- 
ment of Goldsmith’s Department Store, 
according to Manager Eph Bluestein, 
has been remodelled, redecorated, and 
refurnished, giving it a modern, 
“streamlined” effect. A brown and 
chromium effect was carried out in 
walls, display fixtures, and furnishings. 
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Jean R. Keith Joins Walk-Over 


BrockTon, Mass.—A representative 
of the sixth generation of the Keith 
family, which has played an important 
part in the shoe industry of New En- 
gland, recently entered the employ of 
the George E. Keith Co., of this city. 


JEAN R. KEITH 


He is Jean R. Keith, son of Mr. and 
Mrs. Harold C. Keith; and his work for 
the time being, is to acquire at first 
hand, an accurate knowledge of shoe- 
making in the men’s factory of this 
company at Middleboro, Mass. 

Mr. Keith, who is 23 years of age, 
graduated from Amherst College in 
1937, since which time he has been 
touring Europe with the exception of 
two months which he spent studying 
merchandising methods as practiced in 
the George E. Keith British Stores, 
Ltd., in London, England. 

Mr. Keith gained his early education 
in the public schools of Brockton and 
prepared for college at Lawrenceville, 
N. J. 


Wholesale Shoe Men to 
Hold Annual Affair 


New YorkK— The Wholesale Shoe 
Men’s Association of New York are 
making active plans for their fourth 
annual affair which will take place on 
Sunday evening, December 18, at the 
Manhattan Opera House. General ad- 
mission to the affair is $1.00. 

A well-known dance orchestra will 
furnish music for dancing in addition 
to the excellent show which has been 
booked. 


Plans Made for Michigan 
Shoe Fair 


Detroit, MicH.—Elaborate prepara- 
tions are in progress for the Michigan 
Shoe Fair to be held in Detroit, Janu- 
ary 8-10, 1939, under the joint sponsor- 
ship of the Michigan Shoe Retailers 





ON THAT NEXT ORDER 


for nap-sueded shoes .. . because 
RUFFIT is right. Your customers 
will agree that Ruffit's 30 authen- 
aniline dyed and 
exactly meet their 


tic colors... 
colorfast .. . 
ideas of good looks and economy. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 





Association and the Shoe Travelers 
Club of Michigan. More than half of 
those who had exhibits at last year’s 
Fair have made reservations for this 
year, and reservations are coming in 
rapidly, according to Nathan Hack, of 
the Hack Shoe Co. 

The Convention Committee for the 
Fair, at a recent meeting held at the 
Hillsdale Country Club, decided that 
the grand finale of the Fair would be a 
party to be held Tuesday evening, 
January 10, at the Statler. Arrange- 
ments will be made for a banquet, floor 
show and dancing. 


Debette Shoe Shop Moved 


Easton, Pa.—The Debette Shoe Shop 
has moved to 244 Northampton Street, 
this city, in which location they are 
more centrally located on the main 
street of Easton. 

The new store is a semi-salon. One 
side of the store has shelving to ac- 
commodate children’s shoes while the 
other is devoted to women’s footwear 
The balance of the women’s stock is 
carried behind a concealing partition 
in the rear of the shop. 

The store is finished in ivory and 
pastel green, illuminated with indirect 
lighting. ° The same color scheme is 
carried out in chairs and display cases. 

Larry Myers is in charge of the shop 
assisted by Oscar Wolsayer. 
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HEADQUARTERS 
FOR SUCCESS 


Successful business men appreciate the 
need for modern comfort and conve- 
nience when they travel. And so, al- 
most invariably, they stop at The Ben- 
jamin Franklin when in Philadelphia. 
e For The Benjamin Franklin is Phila- 
delphia’s modern and convenient ho- 
tel. 1200 big comfortable rooms. Food 
that tempts the most travel-harrassed 
appetite. Service that soothes travel- 
jarred nerves. Rates that fit every travel 
budget. ¢ Try The Benjamin Franklin 
yourself the next time! 


The BENJAMIN FRANKLIN 


SAMUEL EARLEY, Managing Director’ Philadelphia 





Manfiad 


WORLD FAMOUS 
ENGLISH SHOES 


Now Carried IN STOCK 
HERE 


Full Wing Tip , Stocked in 
Brogues, with “i = idtha Size 
double soles. On rs 7 
the famous 119 Pili ala pen 
Last—British Tan @ # o—7-12 
Calf. SN & C—6-12 
ge O—6-12 


ONE OF MANY STYLES 
WRITE FOR CATALOG 








DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


1636 Ranstead St. 


PHILADELPHIA, PENNA. 

















Suburban Store Opens 


Detroit, MicH.—A new shoe store 
has been opened in Hamtramck, north- 
eastern suburb of Detroit, at 10020 
Joseph Campau Avenue, under the 
name of the Carol Boot Shop. Devoted 
exclusively to women’s shoes, this store 
is a typical suburban store. 

Miss Mildred Hoffman, formerly with 
various stores in Detroit, is the owner 
and is actively on the job in the store, 
but management is in the hands of 
Jack Burg, who was formerly with 
various stores in New York and 
Detroit. 

Store is of the long, narrow type, 
with a deep vestibule entrance and long 
display windows on each side in black 
and chrome finish. Interior is fitted in 
light green and robin’s egg blue combi- 
nation, with two shadow boxes at the 
rear of the store for display. Open 
stock is used. 


New Brooklyn Store 


BROOKLYN, N. Y.—Natal Shoe Cor- 
poration, of which Nat Razansky is A window display of American shoes used recently by Stuttaford’s of Johannes- 
president and Al Bloom secretary-trea- burg, South Africa, which gives an idea of how an aggressive department store in 
surer, has opened an attractive and that part of the world uses a corner window to promote American-made footwear. 


up-to-date store at 260 Utica Avenue, 
Brooklyn, featuring such well-known 


American Shoes Displayed in South Africa 


When the photograph was made, they were going into their Winter season. 





and nationally advertised lines as 


Treadeasys for women, Child Life shoes Mr. Razansky was formerly owner of partment Store for the past 12 years 
for children and others. Scientific fit- a chain of men’s hat stores and Mr. as buyer and fitter. He is a graduate 
ting by X-ray is a part of their service. Bloom has been with Friedman’s De- of an orthopedic school of shoe fitting. 





i e 
TO 
BUY 


OF Oe Oe ee OF ee ee Oe ee OE Oe em em 


Dancing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 
DUCHESS 
PLATE 





138 Lincoln St., Boston, Mass. 














Lease New Store 


Cuicaco, Int.—M. L. and M. Bern- 
stein, doing business as M-B Shoes, 
have leased the store at 4042 Milwaukee 
Avenue, Portage Park, here. After im- 
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provements and alterations have been 
completed about October 15, they will 
open a complete and modern shoe store 
featuring well known brands. 

Modernization plans call for chromi- 
um furniture, wall-to-wall carpeting, 
and X-ray machine and the latest in 
interior design. 

The front will be completely modern 
with mitered windows, stainless steel 
base and indirect window lighting. 

M. Bernstein will assume manage- 
ment of the new store and M. L. Bern- 
stein, who operates the 2449 Devon 
Avenue branch, will act as supervisor 
in charge of merchandising. 


Jacob P. Steffan 


BuFFALo, N. Y.—Jacob P. Steffan, 
80, member of one of Buffalo’s oldest 
families whose father founded the 
leather and leather findings business 
at 807 Main Street, which has been in 
the same family for three generations, 
died October 7, after a short illness. 
Mr. Steffan was born in Buffalo. His 
father settled in this city in 1828, 110 
years ago, and some time later estab- 
lished the leather business. 

Mr. Steffan received his education at 
St. Louis School and St. Joseph’s col- 
lege. At an early age he entered his 
father’s business and for ten years was 
in charge of a tannery operated by his 
family in Boston. He retired in 1926. 

He is survived by a widow, four sons 
and two daughters. 








latest 
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‘5th Avenue Creation 
by SANDLER 


The 


DOLL 


Shoe 


IN-STOCK 


WIDTHS 8S (AA) 
M (B) 
SIZES 3 te 8 


9532 Black Patent. Grosgrain Ribbons. 12/8 
uteh heel 


D 
959! As Abeove—Biack Suede 


What College girl can forget the cute little 
slippers of her dancing school day 
: ‘oreshort 


your city to show these new 


Place your order for thie unique Little shoe 
immediately for preferential delivery 


Newspaper Mats Furnished With Order 
N. Y. office, 402-404 Marbridge Bidg. 





Field Store Remodeled and Air Conditioned 








500—Patent Leather 
50i—Smoke Elk 504—Tan Elk 
502—White Elk 505—Black Elk 





There's healthful foot guidance in every step 
for the child wearing Elam's Pre-Welts. 


F.S. ELAM SHOE CO. 


Streamlined and modern are the words that best describe the enlarged 
Field Shoe Store which recently reopened following a large remodeling 
program. 





Des Moines, Ia.— The Field Shoe 
Co. store, in Des Moines, Iowa, com- 
pletely remodeled on the same site it 
had been located for 45 years and next 
door to the site where it had been es- 
tablished 55 years ago, was formally 


opened to the public on the evening of 
August 22. The $25,000 remodeling 
job which was started four months 
ago included refacing the building, 
installing new fixtures and redecorat- 
ing the interior. 
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Hew York 


The Market Is 


Lt 





all buyers—wanting the latest and best— 


tested by comparison. 


No other shoe center gives to buyers 
the chance for a choice obtainable in the 


Marbridge Building. 


When in New York—be neighborly—a 
welcome awaits you on every floor. 


D. S. MACDONALD, Mgr. | 


47 WEST 34THST eaoroway 
IME LT SAAS ER PE 


THAT BUILDS AND 
HOLDS BUSINESS 


Nu-Matic Shoes are Union Made 


ed by Rohn Nu-Matic Shee 





Exelusively * 
I= =| Mtg. Company, 512 W. Florida St., Milwaukee, Wis. 








Nete the name on the arch-brace, 
visible to oe customer's eye; 
therefore, a helpful selling feature. 








NeW YORK 





Kohn Vu Wlalic 
CUSHIONED SHOES 





The policy of the store, that of a 
home-owned family type store will be 
continued, it was announced .by T. 
Frank Jaques, owner and manager. The 
same lines of shoes will be carried. 
They include for women the Selbys, 
Fashion Plate, Rhythm Step and Brit- 
ish Walkers; for men, the Hanan, 
Wrights Arch Preserver, Smith Smart, 
Dr. A. Reed Cushion Sole, Racine and 
Styl-Eez and for children the Propr- 
Bilt, J. Edwards & Co. and Fields Col- 
lege Girls. A new department for 
hosiery has been added. 

The size of the store has been in- 
creased by half. The old shelves that 
had been built in 1893 as well as the 
original ladders were torn out and re- 
placed by new modern shelves of maple. 

The interior of the store is decorated 
in light maple and blue. Moderne light- 
ing over the wall mirrors has been 
installed. The color effect is carried 
out in the new seating fixtures of blue 
leather and maple and even in the 
design of the shoe cartons. The floor 
is of blue and buff composition with a 
checkered pattern outlining the aisle 
and featured departments. 

An entire new front was built ex- 
tending to the roof of the building. 
The building is now faced with Bedford 
cut stone with an inset section of glass 
brick which is lighted from behind by 
green neon tubes. The store front is 
made of bent glass. The air condi- 
tioning system has been installed with 
a blower system behind both steam 


coils and cold coils to regulate the 
temperature at all seasons. 

The firm which is one of the oldest 
shoe stores in the state, has been in 
business for the past 55 years in the 
same block and for forty-five years in 
the same building. T. Frank Jaques 
purchased the controlling interest in 
1918 and has been active continuously 
since that time. Before that he was in 
the retail shoe business in Ottumwa. 

H. A. Alexander, secretary and trea- 
surer, joined the organization in 1919 
following his discharge from service, 
taking charge of the children’s depart- 
ment, and became a member of the firm 
in 1926. 

R. J. Barnes, vice-president and 
former officer of the White Shoe Co., 
came with Fields in 1929 when the 
White Shoe Co. was purchased by 
Fields. 

Full page advertisements announcing 
the event and music and gifts of flow- 
ers featured the opening evening. 


E. C. Horn Joins Newbold 
in Business 


CINCINNATI, OHI0O—E. C. Horn, presi- 
dent of the Ohio Shoe Retailers Asso- 
ciation, has severed his connection with 
Rollman & Sons, Cincinnati, in order 
to take over the management of The 
Shoe Studio, located at 422 Race Street, 
this city, which is owned by W. E. 
Newbold. 


Mr. Horn is well known throughout 
the shoe industry and has been very 
active in the shoe affairs of Cincinnati 
and Ohio shoe men. He has been sec- 
retary of the Midwest Shoe Fair for 
three years as well as president of the 
Ohio Shoe Retailers Association dur- 
ing the same period and has just been 
elected president of the Queen City 
Shoe Club which has recently been 
formed in Cincinnati. 

Mr. Horn has been connected with 
various phases of the shoe industry for 
many years, having been in the manu- 
facturing end for 12 years previous to 
the fourteen years that he has been 
connected with Rollmans as buyer. 

The shoe men of Cincinnati and of 
Ohio are very happy to know of Mr. 
Horn’s new connection and all wish him 
and Mr. Newbold the greatest success. 


Store Modernized 


PATERSON, N. J.—The Enna-Jettick 
Boot Shop, at 221 Main Street, this 
city, has recently been completely re- 
modeled. The front has been attrac- 
tively modernized in porcelain, stainless 
steel and curved glass. Display win- 
dows are without backs which make a 
show window of the entire store. 

The interior of the shop has been 
done in ivory and walnut, making it a 
well-lighted and inviting room. 

R. E. Cummings is manager of this 
shop, which is one of several owned by 
the Normal Shoe Company. 
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Men's Shoes 


“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U. S. A. 


Bowling Shoes 


— ~~ 








PROFESSIONAL 
BOWLING _ SHOES 








Kidskin Guild to Hold 
Design Contest 


New York—The Kidskin Guild, 400 
Madison Avenue, under the direction of 
C. E. Nelson, is offering a prize design 
contest, open to all those in the shoe 
industry who are concerned in any way 
with the creating and designing of shoe 
styles, as well as pattern making, for 
the best designed kid shoes for women 
for Spring, 1939. 

Four substantial cash prizes will be 
awarded for the four best designs for 
women’s kidskin shoes for Spring. 
These designs, which can be submitted 
in either sketch form or pullovers, will 
be judged by a committee made up of 
leading retailers, manufacturers, kid 
tanners and fashion authorities. They 
will be judged on their originality of 
design or treatment and their manufac- 
turing practicality. 

Each person entering the contest will 
be limited to three designs which be- 
come the property of the Kidskin Guild. 
An effort will be made at the conclusion 
of the contest to place each winning 
design in a manufacturer’s Spring line 
and properly promote it with suitable 
recognition given the designer. 

The hope of Mr. Nelson and the com- 
mittee is to have the prize-winning 
shoes in manufacturers’ lines for the 
National Shoe Fair in January and to 
influence an appreciation of original 
patterns, exclusively in kid leather, for 
Spring. 





Named Marott Assistant 
General Manager 


INDIANAPOLIS, IND.—Harry T. Sum- 
mers, associated with the Marott Shoe 
Store more than twenty-five years, has 
been appointed assistant general man- 
ager of the store, announced George J. 
Marott, at a store-wide meeting held 
recently. Mr. Summers, in: addition tw 


























HARRY T. SUMMERS 


his duties as assistant general man- 
ager, will assist in the buying of mer- 
chandise for all departments of the 
store. 

Mr. Marott, despite his three score 
and ten years, and in the best of health, 
will continue as general manager and 
will take the same active part in the 
business as before. 

The vacancy created by promotion of 
Mr. Summers from his previous posi- 
tion as manager of the women’s de- 
partment will be filled by John Brevard, 
who will be assisted by Harry Frame, 
former salesman of that department. 

In announcing the promotion, Mr. 
Marott said: “Mr. Summers has been 
promoted because of his loyalty, in- 
tegrity and ability during the quarter 
of a century he has been connected 
with the Marott Shoe Store.” 





Business Shows Gain for 
Third Month 


DAVENPORT, IA.— When shoe men 
closed their September books it was on 
the third successive month of business 
gains over comparative periods of 1937 
and belief was strong that October 
would continue the showing. 

The majority of retailers said that 
recent Department of Commerce reports 
revealing July shoe sales in Iowa set- 
ting the pace for retail business with 
a 21 per cent increase over the same 
month in 1937 were reflected in the 
Davenport area and that August and 
September records were as favorable. 
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Something New ... 




















Now Women Can Wear 
PUMPS and SANDALS 
with Comfort 
VvUM-PADS were invented by a woman after long 
search, now permit women to wear any low cut 
shoe- ‘omee and sandals—with complete com- 


fort Made of special fiesh-colored material, 
PUM-PADS will rot burn or blister the foot; 
will not injure the stocking. Worn under the 


invisible, inexpensive, sanitary Easy 
Relieves pres- 
No Legal 


| 
| stocking; 
| to apply, will wear indefinitely 
| sure of vamp against instep. Patented. 
| Substitute. 
RETAILS 25¢. LONG DEALER PROFIT. 
Sample 4m mailed free to bona-fide dealers. 
or write us direct. 
 Garetutwed by 


‘| PUM-PAD MFG. CO. 
| Tulsa, Oklichoma 














One department store shoe manager 
said that August sales were 25 per cent 
above those of last August and that 
September was nearly as favorable. 
One new women’s, children’s and men’s 
store was opened during the month. 
All shoe men reported a distinct “trad- 
ing-up” trend with customers demand- 
ing higher-priced merchandise than last 
fall. 

Black held the color lead during Sep- 
tember with browns next, followed 
closely by various wine shades sought 
by wearers of last year’s multi-colored 
numbers. Suede was the favored mate- 
rial but a swing to leather is antici- 
pated in October. Wide-toed sports 
styles, and platform shapes with buck- 
les and ties are in much demand. 

An increasing vogue for matched 
shoes and accessories is being turned 
to advantage by women’s apparel and 
department stores in a position to sup- 
ply complete outfits. 


New Shoe Store for 
Clarksville 


CLARKSVILLE, TENN. — Chap Ander- 
son, Jr., of Dobson & Co., operating a 
chain of shoe and dry goods stores in 
the South, announce the opening of a 
unit at 131 South Third Street, Clarks- 
ville, Tenn. Bryant McGehee, of Clarks- 
ville, is manager. A general line of 
shoes will be carried. 
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SELL THOSE WINDOW SHOPPERS 









































FALL PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 
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Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blank tickets, show- 
ing the design only, are 
also available. 

We have in stock a com- 
plete selection of designs 
and color combinations. 


6 Dozen 


$1.10 


12 Dozen 


$2.00 


234” —is 
large enough to attract the 
eye, and small enough to 
give the shoe prominence. 
The tickets are attached 
neatly to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 
half gross. 
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We will send a circular showing actual samples, at your request. 
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COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 
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from $2.50 a day, single 
$4 and $4.50 double 





Under KNOTT Management 
JOHN J. WOELFLE, Manager 





M°ALPIN 


“AGreat Hotel" 


Broadway at 34 St., N.Y. 


Nome 


BOOST SALES NOW WITH A 


‘Un 


Zouri Store Fronts, Niles, Michigan. Send Free Portfolio to— 





Address 


8-1038 
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Write FOR FREE PORTFOLIO 





Fall Shoe Style Story 


[CONTINUED FROM PAGE 35] 


This display affords another illustra- 
tion of how a striking window can be 
constructed out of very simple mate- 
rials, when a certain amount of thought 
and ingenuity are devoted to the plan- 
ning. J: & J. Slater, Fifth Avenue, had 
a clever display at about the same time 
in which a section of wire mesh of the 
kind used in constructing chicken yards 
was stretched across a horizontal frame 
to form a surface on which the shoes 
were shown. 

The Tokay wine display illustrated 
above the Lord & Taylor window was 
used by Harry Susman, Inc., in the 
Vogue Shoe Stores, Houston, Tex., and 
was designed and installed by I. E. 
Freedman, display director. In this dis- 
play a radical change has been made so 
far as merchandise presentation is con- 
cerned. In promoting the new Tokay 
color, Mr. Freedman achieved the dra- 
matic with the use of colored lighting 
from unusual positions. A strong light 
coming from behind the bunch of grapes 
at the base of the display not only 
focused the attention on this feature, 
but cast a wine colored atmosphere over 
the entire window. “At the same time a 
strong amber light was focused directly 
on the shoes displayed, overflowing on 
the gilded pedestal upon whose top 
rested, as if suspended in a garland of 
gilded grape leaves, an outstanding 
style in “Tokay Wine.” 

For shoe stands Mr. Freedman used 
copper tubing, gilded and twisted to 
resemble fallen grape vines. The back- 
ground was a parchment scroll, edges 
shaded in old gold, lettering in very 
dark wine, shaded a very faint tint of 
the same wine tone. Near the lettering 
“Tokay Wine” was attached a large 
bunch of crystal grapes, also tinted in 
the feature color. All other foliage used 
was gilded. 

“We found this display most effec- 
tive,” said Mr. Freedman, “and the 
large number of shoppers who were at- 
tracted convinced us more than ever 
that drama is a most effective force 


when used in presenting and displaying 
shoes.” 

The Potter Shoe Company, of Cin- 
cinnati, Ohio, recently displayed the 
window pictured in the accompanying 
photograph, built around the new Fall 
shade of wine which has been so pop- 
vlar in Cincinnati, as elsewhere, this 
season. The wine background was high- 
lighted with a large bunch of silver 
grapes with wine colored leaves, and 
touches of peach tended to bring out 
the warmth and beauty of the color. 

Only a few pairs of shoes were shown 
in this window, which tended to give 
the display a spacious effect, as well as 
to permit the showing of bags and hose 
in the proper colors to complement the 
wine tones. 

The J. C. Penney window, from 
Lansing, Mich., at the bottom of the 
same page with the Potter window, rep- 
resents another version of the popular 
wine promotion and one in which sim- 
ple elements were effectively combined 
to produce a pleasing display. 


Athletic Footwear Catalog 


New Yorx.—The Arnoff Shoe Com- 
pany of this city have issued their 1939 
catalog on athletic footwear to serve 
the need of every sports activity. In- 
cluded, as well, are work shoes and rub- 
ber footwear. The catalog contains 52 
pages and is done in a unique, modern 
style built around the 1939 World’s 
Fair theme. The cover carries out the 
World’s Fair colors and the perisphere 
and trylon symbol. 

Illustrations of various World’s Fair 
buildings are shown on the inside pages, 
which are attractively laid out. Many 
of the shoes are shown against back- 
grounds suggestive of the particular 
athletic activity for which each shoe 
is used. A copy may be had by ad- 
dressing a request to the Arnoff Shoe 
Company, 101 Duane Street, New York 
City. 


Michigan Travelers to 
Hold Dance 


Detroit, MicH.— Michigan Shoe 
Travelers Club will give a dinner and 
dance to members and their wives on 
Halloween, Oct, 31, at Northwood Inn. 





Attractive Orthopedic Footwear Window 


An interesting shoe display which appeared recently in one 
dows of Walker’s Department Store, San Diego, C 


of the win- 
alif. 
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“UNISHANK” 


adds WEAR 
and COMFORT 
and APPEARANCE 


to every shoe in which it is used 


The reasons are simple — 
“UNISHANK” helps the shoe 


e to retain its shape 
e to hold its proper tread 


e to provide perfect foot 
support until completely 
worn out. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED 


| 


SALESMAN WANTED 


| 
| 


| WANTED TO PURCHASE 








We specialize in women’s sport and 
spectator sport types, principally in 
leather heels from 13/8 to 18/8. 
Smart patterns, excellent fitting lasts 
and fine workmanship. 

Makeup and also STOCK SHOES. 
Retail in $6.50 field. Spring line ready 
about November tenth. 


SPECIALTY LINE 


FEDER-GREGG COMPANY, 


Want only live, aggressive men, who 
know the game and territory. All de- 
tails as to age, experience, lines you 
have sold, references, etc., in first let- 
ter, please! 

States open: Pennsylvania, Ohio, Illi- 
nois, Indiana, Michigan, Iowa, Minne- 
sota, Nebraska, Dakotas, Wisconsin. 


CINCINNATI, OHIO 











WE BUY 
Entire or Surplus Wholesale and Ketail 
Stocks randed Shees such as 
. — Eana-Jettick, Vital- 
Prese: Queen Quality. Boe 


in v IN BR U BIN 
“The House of Jobde’’ 
898 Reade St., Cor. Church 
Phone Barclay 17-7887 New York City 








Buyers of Surplus Stocks 
ee, 2 ae ae 6 am 
from manufacturers, jebbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phene WOrth 2-5377 and 5378 









SALESMAN WANTED 


FOR ALABAMA, LOUISIANA, TEXAS, 
FLORIDA, TENNESSEE, KENTUCKY, 


TRAVELED SAID TERRITORY. ONLY 
HIGH TYPE MAN WITH Al FOLLOW 
ING CONSIDERED. WILL GIVE 
DRAWING ACCOUNT AFTER SATIS- 
FACTORY Pin DAY TRIAL. 
$989, Care 

soot & SHOE RECORDER 

239 West 39th Street, New York, N. Y. 





















FOR SALE 


a. shoe store, best town in Cali- 

fornia’s rich San Joaquin valley. Featuring 
Selby Arch Preserver and other famous brands. 
Address $972, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
SARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-5/8i 





































HOSIERY and BAGS Concession with Window 


Display in Shoe Store. 100% location. 
French Boot Shop, White Plains, New York. 








A eae en Bacae 


§ records searched 
Fu Stet OR. recede sesched 











To Head Repair Department 


GREEN Bay, Wis.—Reiny Hoerning, 
for the past five years associated with 
the shoe business in Oshkosh, Wis., has 
been named head of the modern shoe 
repair department of Bohl & Maeser 
here. 


L. C. Weld Heads 


Chesbrough Business 


RocHester, N. Y.—Louis C. Weld, 
for a number of years active manager 
of the infants’ shoe manufacturing bus- 
iness established more than forty years 


ago by his uncle, the late George W. — Free Samples and Prices 


Chesbrough, who died this summer in 
Florida, under the terms of his rela- 
tive’s will becomes the sole proprietor 
of this business, which he will con- 
tinue as owner and manager. The bus- 
iness never was incorporated. 

This is one of four shoe factories that 
have been continuously in business in 
Rochester since 1895. Mr. Chesbrough 
at first made soft soles, but in recent 
years he and Mr. Weld made an out- 
standing success of their infants’ and 













MERCHANTS’ NEEDS 











No Mis-Mates with Mate Marks 
2450 2450 2450 
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Gus V. Wells—686 45th—Des Moines, Ia. 
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children’s business. Last year, Mr. 
Weld reports, his business was well 
ahead of 1937, with excellent results on 
their specialties, Cosyfoot and Air 
Tread Cushion sole shoes for infants 
learning to walk. The business will be 
continued under the name of George 
W. Chesbrough, an order for which has 
been approved by the Court. 




















mum charge, 
address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


B@™ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@8 
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Robinson-Patman Decision Sought 


[CONTINUED FROM PAGE 42] 


so does not oppose the granting of a writ of 


certiorari.” 


The Biddle company argued in its brief filed with 
the Supreme Court on September 3 that its methods 
for providing advantageous marketing facilities for 
small merchants, against which the FTC complained, 
was actually in furtherance of the law’s purposes since 
its plan permitted smaller concerns to compete with 


chain stores. 


The Commission, replying in its memorandum filed 


A Market Place for 
New Ideas 
[CONTINUED FROM PAGE 29] 


and continued until 1912, when Dr. 
Cole launched the “ANATOMIK” shoe 
and Mr. Brown became the salesman. 
Later, the name and patented shoe was 
sold to John Wanamaker. 

In 1914, at the age of 50, Mr. Brown 
was broke and out of a job but he had 
an unparalleled knowledge in practical 
foot and shoe problems and a strong 
promotional sense developed from his 
printing and advertising background. 

In 1916, Charles Henry Brown con- 
vinced the Selby Shoe Company and the 
E. T. Wright Company that the heel 
to ball ARCH PRESERVER principle 
of fitting and the anchored arch in 
shoemaking were new and right. For 
the next ten years he traveled much 
of the United States, Canada and Great 
Britain, demonstrating, promoting and 
actually fitting shoes. He had great 
faith in the sincerity of the shoe mer- 
chant in the new form of public service 
that was growing as a basic thought 
that shoes should contain not only the 
right proportions but the right anatom- 
ical principles. 

Through the years he maintained a 
little laboratory, studying and experi- 
menting in last modeling and shoe con- 
struction. Several new shoes have been 
developed by him, among them being 
the Two-Plane Shoe which followed his 
study of the walking foot resting on 
two distinct levels on the insole. Within 
the past few years he has carefully 
investigated many of the shoe store 
accessories on the market and con- 
tacted merchants on the idea of a cen- 
tral service station to develop ideas of 
his own and some of the undeveloped 
ideas of other inventors—to make mar- 
ketable these items for use and sale. 

Ready for marketing at this time are 
the PLIANTOR—a device for flexing 
stiff shoes so that they can be properly 
fitted—the idea being “walking the 
breaking-in miles”; a foot oscillator, a 
shrinker, a T-square measuring device, 
etc., and as an article of sale a new 
principle of arch support to be vended 
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with the court, referred to Section 2 (c) of the act 


and set forth this background: 


“The question presented is whether Section 2 (c) is 
violated by persons participating in a merchandising 
plan under which a buyer orders goods through peti- 
tioner, the Biddle Purchasing Co., pursuant to an 
understanding that such company will act as a pur- 
chasing agent for the buyer, and the buyer is (1) 
credited with the amount of commissions paid to that 
company by the sellers filling the order, the credit 
being applied toward the subscription price of the 
company’s market information service, and (2) given 


outright any excess of such commissions over the sub- 


scription price.” 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








AS 
BRANNOCK SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Satisfied customers return 
2 ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 


Write for Deseriptive Felder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 











at a popular price; and a process of 
shoemaking built on the pull-over prin- 
ciple—to give a very flexible single- 
sole shoe with economy and without the 
need for special machinery. 

The new business has as its general 
manager, Charles B. Brown, and head- 
quarters are at 47 West 34th Street, 
New York City. 


Leather Prices Show Gain 


Boston, Mass.—The hide and leather 
markets, during the week ended Oc- 
tober 8, put on a burst of speed 
and prices generally were advanced 
pretty much all along the line. In Chi- 
cago, packers sold calfskin at an in- 
crease of one and one-half cents a 
pound and were reported to be asking 
18 cents for kipskins which, less than a 
month ago, had sold at 15% cents. 

In the Boston market, side upper 
leather was advanced by the tanners 
one cent a foot; and sole leather jumped 
one cent per pound. Furthermore, sev- 
eral tanners expressed the opinion that 


MILITARY 
SHOESTAND 


HERE'S A SELL- 
ING HINT THAT 
WILL SELL MORE 
MEN'S SHOES 
ham vas’ aman ‘ses hie shose right on ‘his fect. 


orasps the and 

ition a man helds his 

|. And by placing them in your win- 
you'll be 


5 — = men's 
a better advantege. And making « 
stronger bid for your men’ 


$6.00 a dozen $3.50 half dozen 
M. D. POLLINGER CO. 


Holland Bidg., St. Louis, Mo. 











The Complete Line of 
SHOE 


ORNAMENTS 
AND SPATS 


in 
Buttons and 
Manolis Manufacturing Co. 
4248 No. Crawford Ave., 
Chicage, if. 








even these prices were not in line with 
the prices which they were forced to 
pay the packers for their raw material. 


Indiana Travelers Set Dates 
for Annual Convention 


INDIANAPOLIS, IND. — The Indiana 
Shoe Travelers’ Association will hold 
their 16th Annual Convention and Shoe 
Buyers’ Week January 15-16-17 inclu- 
sive in the Claypool Hotel, Indianapolis. 
Announcement was made by F. M. 
Brown, president of the organization. 


Packard Opens Retail 
Department 


BROCKTON, Mass.—A new retail de- 
partment has been started by the M. A. 
Packard Shoe Co., Inc., shoe manufac- 
turers. This is in charge of Byron D. 
Foye, who has been manager of the 
company’s stock department since he 
joined the organization four years ago. 
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DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

October 24, 25, 1938 


Spring Opening Shoe Fashion Guild of 
America, New York City 
November 14, 15, 16, 1938 
Shoe Manufacturers’ Spring Opening, 
E. A. Richardson, Manager, Hotel 
New Yorker, New York 
December 4, 5, 6, 7, 1938 


National Shoe Fair, Hotel Stevens 
Chicago, Ill. ....January 3, 4, 5, 6, 1939 


Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich. 
January 8, 9, 10, 1939 


Northwestern Shoe Retailers Associa- 
tion, Annual Convention, Hotel St. 
Paul, St. Paul Minn. 

January 8, 9, 10, 1939 


Charlotte Shoe Fair, Hotels Charlotte 


and Selwyn, Charlotte, N. C. 
January 8, 9, 10, 1939 


17th Annual Boston Shoe Show and 
Convention, Hotel Statler, Boston, 
BOR, 450 codes deve January 9, 10, 11, 1939 


Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 
Oe PPP January 15, 16, 17, 18, 1939 


Southern Shoe Exposition, E. A. Rich- 
ardson, Manager, Tutwiler Hotel, 
Birminghan, Ala. 

January 15, 16, 17, 1939 


Middle Atlantic Shoe Retailers Asso- 
ciation, 25th Annual Convention and 
Exhibition, Lord Baltimore Hotel, 
Baltimore, Md. 

February 12, 13, 14, 1939 


Midwest Shoe Fair, Netherland Plaza 


Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 


Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 





Waters to Head 
New Department 


San FRANCISCO, CALIF. — Livingston 
Bros., one of San Francisco’s leading 
fashionable department stores, has re- 
cently installed another shoe depart- 
ment, the Modernette Shoe Shop. The 
object of this new section, which is 
placed in a strategic position on the 
first floor, is to bring new faces into 
the store. 

Henry S. Waters has been placed in 
charge of the new department. Mr. 
Waters has been in the shoe business 
for twenty-two years. He was with 
Frederick & Nelson in Seattle, Wash- 
ington, for five years and then became 
manager of The Chas. F. Berg Co., in 
Portland, Oregon. He held this posi- 
tion for eight years before coming to 
San Francisco to take over the Modern- 
ette Shoe Shop. 





BOOT anp SHOE RECORDER, October 15, 1933 


Bagg ome. 


BOOTS AND SHOES 





BROOKS SHOE MFG. CO., Philadelphia, Pa. ................6 02sec eeeeeeeees 54 
See I NO, OE, BO EO, a icc cect csc c cccccdcceccc cvecee 16 
CALIFORNIA SHOES, LTD., Los Angeles, Cal. ..................--.0000 ; Ss 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass. ....................4--- 54 
DANVERS SHOE CO., Manchester, N. BH. ... 2.0... cccccccccccccccccccccecss 50 
ee I a RN Te cc oc ctdccccsccicoscoscccccceccesees 52 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. ...............00eeeeeeeees - § 
FERN SHOR COMPANY, Les Amgolles, Cal. .... 6.02. ccccc ccc cccccccccccces 24 
a a ees eetes dbs seeps ceveses 25 
CILBERT SHOE CO., THE, Thiensville, Wis. ........ 2... .cccccccccccccceees l 
MA Os I BS He cnc ccc ccc ccccccsccec ececcessesceses 3 
I TE Gs MUON NOE, cc cevicccccccescccccesccoecees Back Cover 
HAMILTON BROWN SHOE CO., INC., St. Lowis, Mo. ...................4.. 30, 31 
oe a. oS owen cwess ese cpoceadesece 27 
LEE’S IMPORTING CO., INC., Los Angeles, Cal. ........... 0 cece cece eeeeeee 28 
ee ee na enc. i dks cones san sebecsecccederecece 51 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. .. ................... 48 
ee ss cas even ededese ces vecdcevcceccece 33 
ee ee os ec ccuenedsndscusecteccovesoeeuces 52 
a es Ls i iw ees bveee vehesscobdesecocs 48 
ey es Bis Cais, POD, WER, oc cs ctcccc cc ccc cccccsccccceces 3rd Cover 
ROBERTS, JOHNSON & RAND, St. Lowis, Mo. ....... 2.0.22. cece cece ee eeeeee 8 
ROHN SHOE MFG. CO., Milwaukee, Wis. ........... 2.5... cee ceeeeee Fivabay 53 
I es ld ec sic ccbeme eebeessdccetevsceces 52 
SHOE FASHION GUILD, New York City ............cccccccccccccecceccees ae 
UNITED STATES RUBBER PRODUCTS, INC., New York City ...... Front Cover 


LEATHER AND OTHER MATERIALS 


ee rae lee oe Uaeeenes 6eosabeves 47 
EAGLE-OTTAWA LEATHER CO., Grandheven and Whitehall, Mich. .......... 17 
Oe I occ ccccodccccedecsescve-cocssecs 18 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa. ..................... 2nd Cover 
BERGER Ere Geum, TEVC., Now Teale City 2... ccc ccccccsss ccccccccccces ime OD 
ee oe oc ccc cccccidede cecbecvcctcscnveces 37 
SLATTERY BROS. TANNING CO., Boston, Mass. ...................-000e00- 50 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
DU PONT, E. I, DE NEMOURS & CO., INC., Arlington, N. J................... 43 
Es Cag ey WIE, GE coc cc cdcccccctes cesses scesesesecccess 50 
sek od Sek eueabidebeescaccdseccetsoe 2 
ne og aa nok Say ene bE 0ces ebceoererecs 6 
UNITED SHOE MACHINERY CORP., Boston, Mass. ................... 38, 49, 57 
STORE EQUIPMENT AND FINDINGS 
Ne Be Be Ee 59 
FLEISCHMAN ART STUDIOS, New York City ..............6.5 cceeceeeeees 42 
ee es ni on civovsecsedtnsescesessccctccescoes —. 9 
MOHAWK CARPET MILLS, New York City ..............ccceccccee ceeeeees 36 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa. ........ 2.0.6... 6 0c. cee ceee 7 
I GO, On os cs ceedsacsccccccccncedevsectevecces 59 
PUTER Bits Cos Tete, Citireete 6 onc cc cece ccc ccccccccccccccscces 54 
eo. 5 awe saab dab wees b Wes dob 60eweds.Sevecces 40 
IR: TD, 5 oc cc cs aedbiedeneetesdececesebeeseovee-ccees 58 
ZOURI STORE FRONTS, Niles, Mich. .......... 1k EES SORE py ee ee 56 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City ................. ccc cece eew ec eees 58 
CHARLOTTE SHOE SHOW, Charlotte, N. C. ..... 2... 0.6. cece e eee cece eee 46 
HOTEL BENJAMIN FRANKLIN, Philadelphia, Pa.....................6000005- 51 
I, DUE EME, GI Wicccisce sos. ccecccsccsescctcscccscecaccees 56 
EE OD es ic ceeseeseceticbcdedocec-ccsecccccccveces 58 
KIRSCH-BLACHER CO., INC., New York City ..............- 0 ccc cecceee cues 58 
MARBRIDGE BUMLDING, Now Work City .........ccccccce ce ccccccccccccss 53 
i NS OE Es ocd clcectcdeuccevecpensbestocses.. veces 58 








Fall costumes 


a lift with 
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Original design patents 
Proving that the fashion in footwear this fall is definitely elevating a dis- 


tinguished group of terraced shoes that provide interesting accents to costumes 


formal and costumes casual 


Terrace designs from $15.75. Other Pandora Exclusives from $12.75 


Atlanta, Regenstein’s Detroit, Hudson's Philadelphia, Bonwit Teller 
Baltimore, N. Hess Sons Fort Worth, W. C. Stripling Co San Francisco, Sommer & Kaufmann 
Boston, Filene’s Kansas City, John Taylor's Seattle, Frederick & Nelson 
Buffalo, Wm. Hengerer Co Los Angeles, Gude's St. Louis, Famous Barr 
Cincinnati, Shillito’s Memphis, Walk-Over Waco, R. E. Cox Dry Goods Co 
Cleveland, Halle Brothers Minneapolis, Napier’s Washington, Woodward & Lothrop 
Dallas, Sanger Brothers New Orleans, Maison-Blanche Wichita Falls, Perkins Timberlake Co 
Dayton, Rike-Kumler Oklahoma City, Peyton's Youngstown, Lustig's 
Denver, The May Co Pasadena, Huggins London, Debenham & Freebody 
Duluth, E. F. Wahl & Co Rochester, Eastwood Harvey Nichols, Ltd., Fanchon 


SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETT 
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